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WINDOW BALANCE 


See your local lumber dealer or write 


R.O.W. SALES COMPANY, !383 ACADEMY AVE. + FERNDALE 20, MICHIGAN 
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The febyl: new Customline En- 
semble by Hetpeint gives yeu « 
kitchen thet’ § beevtiful and func- 
tiene!—bvilt-in cooking top end 
even, built-in refrigerator freezer, 








garbage 
disposer unit plus the famous 
ition 0 hae Oo bees 








Hotpoint Customline 
Super Oven 


Gerholz uses 
Storlinwe kitchens 


to put extra “Buy Appeal” in his Coaking Top Ensemble 
Flint, Michigan, Westgate Park Homes! —_— 


When Gerholz Community Homes, Inc. decided to develop their Westgate Park 
community of 800 homes in Flint, Michigan, they enlisted the help of architect 
William K. Davis. 

Davis’ drawing board solution: Design each house from inside-out. Give the 
customer, not what he thinks he can buy, but what he dreams of owning! 

The new 3-bedroom contemporary-styled homes now offered by Gerholz prove 
the value of this solution. They feature sales- winning, all-electric show-place kitchens 
equipped with the new Hotpoint Customline built-in appliances. And Gerholz’s 
desire to incorporate into general specifications as many luxury features as possible, Hotpoint Customline 
and still keep the price within reach of the average new home buyer, is being re Refrigerater-Freeze: 
warded in heavy buyer demand! 

The fact that you can now offer families of modest incomes the luxury and con 








venience of Hotpoint Customline built-in kitchens lus the widest choice of 
installation designs gives you today’s most outstanding sales advantage! Be- 
cause these kitchens are built in they can be covered by FHA mortgages and 


included in regular monthly home payments! 

Remember, the Hotpoint name on appliances in homes you build is the sign 
that gives credence to your desire to offer the best. Join the builders who stand 
out above and beyond the rest whose homes sell faster whose reputations Hotpoint Customline 
for quality are the finest because they offer the finest—Hotpoint All-Electric Dishwasher 
Customline Built-In Kitchens and Home Laundries 
















We selected 
Hotpoint Cus 
combine Appli 

; ances for our 
1955 Pacemaker 
Homes because 
they best ex 
pressed the Ad 





Hotpoint Dispesall ” 





?  ] 
vanced Design — “ 
For Living ia —_—— 
Westgate Park, —_ 
our new 800 
home commun i 
ity 
R. P. Gerholz La 
Hotpoint Super 


Holder of the 
most coveted 
NAHB awards, 
Robert P. Ger 
holzhas gained 
a national rep 
utanontorout 


De Luxe Leunduet 


Heve your Hetpeint Dis- 
tributer shew yeu hew 


standing qual leading builders are using 
ity, excellence Hotpoint Customline Built. 
of design, and in Appliances to moke 
lasting value theirhomes the most mod- 





in his homes ern in thelr oreo 


Hotpoint. Our Goldon Fnniversany - Your Golden Op poiluniliy! 


RANGES + REFRIGERATORS + DISHWASHERS + DISPOSALLS” + WATER HEATERS 
FOOD FREEZERS + AUTOMATIC WASHERS + CLOTHES DRYERS + AIR CONDITIONERS 





y Y) 


HOTPOINT CO. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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TENANT OBLIGATED HIM 
self to spend $250,000 for improv 
ing leased property, or to pay over 
any unspent portion of that sum 
to the landlord at the end of the 
lease term. Lease ran for 7 years 
and 8 months, subject to renewal 
for two additional 10 year terms 
Tax Court held tenant could amor 
tize the improvement figure over 
17 years and 8 months, this being 
the original lease term plus one 
renewal term, the facts indicating 
reasonably that at least one re 
newal would be entered into. In 
same case rent payable to mem 


If you operate 
in this area 


WALNUT 


etuuon 


We believe Home-Way can 


INCREASE YOUR EARNINGS 


Please read this ad... 


Attractive Sales Territories Open 


By E. H. WELTER, C.P.a. 
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bers of family was held deductible 
because disinterested local real es 
tate agent testified rent figure was 
reasonable and no one testified to 
the contrary 


a Sa eo = 
oe oe bd 


PROPERTY BOUGHT WITH 
intent to remove old buildings on 
it is not a transaction, says Inter 
nal Revenue ruling, that gives rise 
to deductible loss or expense. In 
stead, the removal cost is added to 
the cost of the land. Conversely, if 
there is any salvage income from 
the old buildings it is not taxable 


income but should be applied as 
a reduction of the land cost 


FAIR RENTAL VALUE OF 
house was factor in two recent 
Tax Court decisions to who 
could claim dependents. It was 
held that the fair rental value was 
properly part of the measure of 
support furnished, insofar as sup 
port includes lodging, and exemp 
tions were allowed on that basis. 


DEPRECIATION DEDUC 
tion is denied devisee of a lessor 
who is devised property on which 
a building has been constructed by 
the lessee without cost to the les 
sor, under a lease extending be 
yond the useful life of the build 
ing, per current Revenue Service 
ruling. Where there is no cost or 
investment to begin with, there 
can be no depreciation allow 
ance. . 


ADVANCE 


as 


RENTAL PRE 
mium for lease has a basis in 
hands of corporation. 
Taxpayer corporation acquired a 
25-year lease on a theatre by 
paying a large premium there 
fore. In year of acquisition tax 
payer corporation was dissolved 
and deducted the premium as a 
(Please turn to page 40) 


successor 


you build 20 HOUSES 
or less each year...see 


. 
an 
r 
: 


‘WAY 


@ We furnish complete factory-built home. Meets requirements 
of modern building codes. You handle erection, utilities. 

© Home-Way stays ahead of the field. New low roof line (see 
illustration) is highly popular. New ranch types; many other 
standard models. We can meet every family’s needs. 

@ Quality material, carefully processed; rapid delivery. 

© Cooperative advertising; personal dealer service. 





HOME-WAY was 
featured by Look 
Magazine as one of 
America’s top 15 in 
prefabrication. 
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We can help you get much bigger volume 
and much better profits. WRITE TODAY 


GBH-WAY HOMES, Inc. 


Dept. RE ” 


WALNUT, ILLINOIS 


AND BuILDING JOURNAL 





Bedroom telephones are a convenience 


as well as a reassurance 





6) yom 


Terrace and porch are ideal locations 
for plug-in telephones. 





BUILT-IN CONDUIT BUILT.1N CONDUIT 





Modern, step-saving telephone conveniences are marks 
of thoughtful construction especially when you 
install built-in conduit. Wire-free walls add to the 
salability of a home and the satisfaction of its owner. 
Include telephone conduits in the homes you build. 


Your Bell telephone company will be glad to help you work out economical conduit 
| | . i 


installations. For details on home telephone wiring, see Sweet's Light Construction File fn. ™ 
, ‘ 
. A 


catalog 8i/Be, or just call your nearest business office BELL TELEPHONE SYSTEM 
g 








NAREB reports on a surve 
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Housing starts over 553,000 for first five months, but 
adjusted annual rate slips from 1.4 million to 1.3 mil- 


lion. ... Cole says housing market “generally strong.” 


Albert M. Cole, HHFA Administrator: ‘‘Through the 


FHA and VA, we've reviewed actual local situ 
ations throughout the country. We've found 
housing demand generally strong in the great 
bulk of our urban markets. Only in a few locali 
ties, usually because of special circumstances, 
have we found any evidence of a significant 
general housing surplus, And, properly, we are 
dealing with these local situations in a local 
manner, FHA and VA have taken appropriate 
actions to cut back liberal-term financing in 
these areas until that particular market adjusts 
itself, They are continuing to watch for and act 
on any other situations that might develop.” 


Chairman John Sparkman of the Senate Banking 


and Currency Committee says the new subcom 
mittee on FHA appraisal methods is to find out 
whether those methods are out of date. Unreal 
istic FHA appraisals have been a sore spot for 
many home builders for years 


The House of Representatives has cut the FHA re- 


quest for field office funds by 14%. the FHA 
Washington office budget by 11%, and chopped 
almost 25% off the budget of the HHFA office 
lhe FHA field office reduction, if approved by 
the Senate, could mean a continuation of the 
FHA backlogs which in turn means trouble 
for almost everybody in the industry 


Norman Strunk, executive vice-president of the 


United States Savings and Loan League, pre 
dicts that the tightening mortgage market will 
result in a lower volume of housing starts this 
fall, Of particular interest to real estate men 
selling for builders. Strunk suggested that sav 
ings and loan associations exercise increasing 
care to see that builders they finance can com 
plete and sell their houses promptly 


of 217 cities that 
shows a reverse in the downward trend of ex- 
isting home prices in some cities. But in more 
than half the cities, current prices of existing 
homes are lower than those prevailing a year 
ago, 


Construction costs and labor costs are creeping 


ahead, and prospects are that new home costs 
are going to continue upward. Comments al 
ready made about the effect of the guaranteed 
annual wage agreements on the home building 
industry seem a little premature 


The “where-are-we-headed” debate is apparently 


on a 24-hour basis now. Those who support the 
view that the present rate of home building will, 
can and should continue are presently in the 
majority, but those of contrary opinion are far 


from subdued. This much clear: The 
home building industry is of such tremendous 
size and importance that analyzing its future 
apart from the future of the whole economy is 
futile. And as soon as you get into the business 
of analyzing the economy of the country as a 
whole, the problem becomes more complicated 
than ever. In other words, no one is a great deal 
more enlightened than was the case a month ago 


seems 


VA has estimated that ‘‘no-no down payment’ 


loans have been running about one-and-a-half 
percent of the home loans closed through April 
of this year. And last year. FHA insured loans 
on 222.665 homes (55% of which were newly 
built), or somewhat more than 5% of the total! 
of new homes built in 1954. 


American Institute of Management (a non-profit 


foundation) says in its “industry audit” of the 
warm-air heating industry that the area of 
“public policy” is where the industry is most 
lacking. “The industry will have to furnish this 
protection to the consumer if it is to avoid 
floundering in a morass of public suspicion and 
discontent,”’ says the Institute 


HOUSING STARTS — PUBLIC AND PRIVATE 


Underlined figures indicate record for that period 


1950 1951 1952 1954 1954 1955 
Jan 78.7 85.9 64.9 72.1 66.4 88.0 
Feb 82.9 80.6 77.7 79.2 75.2 90.0 
Mar 117.4 943.8 103.9 105.8 95,2 117.0 
Apr 33.4 96,2 106.2 111.4 107.7 127.0 
May 149.1 101.0 109.6 108.3 108.5 132.0 
June 144.4 132.5 103.5 104.6 116.5 
July 144.4 90.5 102.6 96.7 116.0 
Aug 141.9 89.1 99.1 93.2 114.3 
Sept 120.6 96.4 100.8 95.1 115.7 
Oct 102.5 90.0 101.1 90.1 110.7 
Nov 87.3 74.5 86.1 81.5 103.6 
Dec 93.6 60.8 71.5 65.8 90.6 
Yearly 
Totals 1,396 1,091 1,127 1,103 1,220 
First 5 
Months 61 57 61 +76 52 3 
Seasonally adjusted annual rate (private only), first 5 months 
of 1955 
January 1,424,000 
February 1,381,000 
March 1.407 000 
April 1,419,000 
May 1,306,000 
The projected annual rate of 1,306,000 shows a marked decline 


he four-month figure of 1,419,000. Most estimates of starts 


for 1955 now stick close to the 1.3 million figure. Although May 
was the biggest in five years, the number of starts still ran more 


than | 


7,000 lower than the record May, 1950. In terms of ex- 


penditures, however, this May was an all-time record month, 
with $1.3 billion going for residential non-farm construction. 


























Cut Built-In Installation Costs .Use 












NEW SET-IN OVENS AND RANGES 
TO SELL YOUR HOMES FASTER! 


| | ? wry n5 For Warmth 
(| } | ee 
’ EDPPER For charm 


COMPLETE UNITS...GAS AND ELECTRIC 
Just Set-In Place ... Harmonize Perfectly! 


Nothing else clinches a home sale faster than a beautiful custom-built 





kitchen. And now, you can dazzle your potential home customers with 


| ens vat quire n s stall i! 
built-in kitchens that require no costly installatior BASE CABINETS OFFER GIANT STORAGE 
It's the American Kitchens line of set-in ovens and ranges that makes 


possible this cost-cutting magic. You just set them in place without ex- Here is an American Kitchens oven and 
pensive custom built installation costs! range in gleaming white, Note the giant 
Come in a choice of white or copper finishes... gas or electric models storage space in the base cabinets. Bake 
complete flexibility of arrangement. Ovens can be built into the wall, too and broil units are recessed for greater 
Let these dramatic new American Kitchens ovens and ranges cut your oven capacity... can accommodate a 25 
kitchen installation costs—and sell your homes faster. Send coupon today! ib. turkey. These are the kind of Americar 


Kitchens work-saving features that sell 


our customers! 
American Klchens = Sell Your Homes Faster! = 


American Kitchens 





AVCO. Manufacturing Corp 
AMERICAN KITCHENS Division CONNERSVILLE, INDIANA Connersville, ind 
(@iz2) 1d the to have “no obligatior quotation on my 
Nest hitchens 
Please send your New Architects’ and Builders’ File 


) i) i> Br =e 


Dishwashers Disposers Ventilators Brunch 


L 


~s 
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City Zone State 


: 
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WELL 
eee 


WORK 


Some lucky builder and his wife are going 
to spend 26 glorious days in Europe next 
year as the guests of Carr, Adams & Col- 
lier Company. Another couple will enjoy 
a wonderful vacation in Bermuda. . . an- 
other, a delightful holiday in Hawaii... 
and still another will journey to romantic 
Mexico! 
There’s no. reason why it 
can’t be you! 


All you have to do is increase the “‘sale- 
ability” of your homes by using popular 
BILT-WELL Windows and Cabinets! 


if you haven’t yet sent for your 
BILT-WELL CONTEST KIT... 


Send for one today! There’s still time. 
You have until November 30th to com- 
plete your contest entry and mail it in. 


if you’re one of the many who 
has already received a kit 

g Complete your BILT-WELL job as 
soon as possible. 

2 Photograph it! (If you need help, let us 


know) 


Mail in your completed Entry Blank 
3 and photo! Remember, the deadline is 
midnight, November 30th, 


WINNERS OF GRAND TRIP AWARDS 
WILL BE ANNOUNCED AT THE 
BUILDERS’ SHOW IN JANUARY, 1956 
Every builder who submits an entry 
will receive a valuable prize, a 


beautiful Parker 21 Fountain Pen. 





The BILT-WELL Line of Outstanding Woodwork 
.-» BILT-WELL WINDOW UNITS—Awning, Double 
Hung, Casement, Basement, Storm and Screen, 
Gable, Sash & Louvers... BILT-WELL CABINET 
UNITS—Kitchen, Wardrobe, Multi-Purpose, Cor- 
ner China, Mantels .. . BILT-WELL DOORS—'In- 
terior, Exterior, Combination, Garage, Screen, Flush, 
Entrances. 


BILT-WELL 


Since 1866 


WOODWORK 


Box 658 Dubuque, lowa 
Manufactured by 
CARR, ADAMS & COLLIER COMPANY 
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(he BEST howe to soll... 
he BEST way to soll it! 


ers preparati 


” AALAALAAAAL A ALE 
The ‘American Beauty" is a real 


money-maker for you! 936 sq. ft., 
exponsible in 2 and 4-ft. modules. PROMOTION: Best Dealer Ser 


elie lal alemelsle eelelsipalale efte 


; 


The ‘‘Hilltopper’’ is designed for modern open living—a syn 
phony of cut stone and fine textured woods. Luxur y features; 11-f 
beamed ceiling; Nova kitchen; air conditioning; indirect lighting 


covered potio, convertible to sun room 


W. G. BEST HOMES CO. Effingham, Ill 


Send at once the facts on a BEST dealership and Operatio 


, Opportunity | ploce myself under no obligation whatsoever 


AOWw;C1 


Nome 
Firm 
Address 


City 


W. G. BEST HOMES COMPANY EFFINGHAM, ILLINOIS 
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Guide To NEW PRODUCTS & ADVERTISERS 


Use the Handy Inquiry Form below for more infor- 
mation on new materials and advertised products. 








How to use this Guide: The number to the left of a manufacturer’s name is dupli- 


cated on the Inquiry Form. Mark the numbers on the Form about which you want 


more information at no cost or obligation. Cut 


NEW PRODUCTS 
Uni-bilt Division, Vega Industries 


packaged fireplace 
Holl-E-Wood Brick 


simulated plastic brick 


7-1 
7-2 


7-4 Inland Homes Corporation 
prefabricated house 


+ Dialmaster Company 


automatic home appraiser 





Journal Handy Inquiry Form 


Products Editor 
NATIONAL REAL EsTaTe AND BUILDING JOURNAL 
427 Sixth Avenue S.E., Cedar Rapids, Iowa 


I want to know more about the items chee ked 
below. Please see that pe he information is 
sent to me without cost or obligation 





7-1 
7-2 
7-3 
7-4 


7-9 7-20 
7-21 
7-22 
7-23 
7-24 
7-25 
7-26 


7-27 


Name 


Firm 


Street 


Zone State 


July, 1955 








out Inquiry Form and mail today. 


National Homes Corporation 
prefabricated house 


Rolf Darbo 

amortization graphs 
Capitol Kitchens 

tray cabinet 
0. A. Sutton ¢ orporation 


air conditioning unit 


Knox Corporation 
prefabricated house 


7-10 Tywel Corporation 


built-in air conditioner 


7-11 Utility Appliance Corporation 


7-16 American 


portab e room cooler 


12 Universal Diffuser Corporation 
square air diffusers 


ADVERTISERS 


Page No 


Kitchens 


7-17 American Telephone & Telegraph Company 


~~ FS SS SS = 


NN SJ 


™~s 


™~ S393 “we Se 


18 W. G. Best Homes ( ompany 
Ltd 


20 Carr, Adams & Collier Company 


19 Boardman. 


21 Dialmaster Corporation 

22 GBH-Way Homes, Inc 

23 Hotpoint Company 

24 Lancelot Studios 

25 The Lincoln Press 

26 Edw. Mitchell 

27 Moorlee, Display Advertising 

28 National Homes Corporation 

29 Richmond Sign Company 

30 ROW Sales Company 

31 Sargent-Sowell 

32 Scholz Construction Corporation 
33 Thyer Manufacturing Corporation 
34 Weaver School of Real Estate 


35 Dwyer Products Corporation 
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A Prefab Fireplace in Six Hours ae 

Uni-bilt Division, Vega Industries of Syracuse, 
New York, has developed a completely prefabricated 
fireplace and chimney, which can be installed in 
four to six man-hours. The fireplace can be mounted 
flush with the wall or recessed. The cantilevered 
hearth, raised 15 inches above the floor, burns wood 
27 inches long. The outer shell is steel, with stainless 
steel trim. The firebox is formed of high-impact 
ceramic material. Except for trim, the complete unit 
is prime coated, ready to be painted with any interior 
paint to harmonize with room decorations. A flexible 
hearth screen is standard equipment 


It Looks Real 7-2 


There is something new under the sun! Simulated 
bricks made of tough, rugged Dow styron. Known as 
Holl-E-Wood brick. they are 2x4-foot sheets molded 
into three dimensional shape of actual brick. Ap 
plication is easy. Either nails, staples, plastic cement 
or mastic can be used. The “morter” is a liquid form 
of the same material from which the sheets are manu 
factured. This is used to fill in the joints in seams and 
at the corners. Holl-E-Wood is available in Roman, 
Antique and Modern brick faces. To add greater 
realism, the manufacturer provides a spec ‘ally tex 
tured sand for sprinkling into the seams while the 
paint is still wet 


Latest Model from Inland Homes 7-3 


Inland Homes Corporation, Piqua, Ohio, has issued 
a new catalog covering their line of 54 different 
models. Pictured is one of two new L-shaped homes 
just placed on the market. This model has three 
bedrooms, one and one-half baths, large dining room, 
150 square-foot kitchen and large living room. It is 
available with or without garage. The new homes 
are all basement models. The new catalog is avail 


able from the manufacturer at 25« 


Automation in Appraising? ne 


An automatic home appraiser was recently in 
troduced by the Dialmaster Company, Los Angeles, 


(Please turn to page 16) 
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FROM JOURNAL READERS 


Dear Sir 


I read with your ac 
count of the housing project in 
Minneapolis in your May issue 
We in the Minneapolis Urban 
League were very close to it from 
its inception. 

Realizing that reference to the 
Minneapolis project was necessat 
ily sketchy because of space lim 
itations, | would like to refer to 
two impressions this section of the 
article aie 


interest 


1) First, the matter was ap 
proached not from the exclusive 
standpoint of minority housing, 
and every effort was made to let 
the public in general know that 
this housing was available for any 


interested buyer. The advertising 
in the daily newspapers, as well 
as weeklies, had no reference to 
Negroes or any other minority 
group 

Those of us close to the project 


anticipated, however, that most of 











Standard and 
Custom-made 






STANDARD 


RENT a 


Orenfeoco 


D Soo, Weta 
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“ $ALE 
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a Ra, 
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ROOM) MOpEt| BEDROOMS 


CUSTOM MADE 


| FOR SALE | 
| =auiat 
ad | 


REALTOR 





Invite more customers! Stop more 
prospects! Make 


with attractive 


more sales 

durable signs, We 
carry literally hundreds of stand 
ard realty signs in stock for im 
mediate delivery, and are equip 
ped to produce custom-made signs 
embodying your own spec ial copy 
and association emblems Al 


SUBSTANTIALLY LOW COS'1 


of 
phosphatize d steel 


All our signs mack 20 
mauge and 


finished in high-temperature baked 


enamel for tough, weather - resist 


ance and long, lustrous service. 


Let us show you how our mass 
production methods have reduced 
sign costs for re al estate agents 
everywhere, Write for prices and 


full color, illustrated folder today 





SARGENT-SOWELL 


Satisfaction Guaranteed or Your Money Refunded 


P.O. Box 1176 





Grand Prairie 


Texas 


July, 1955 
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the buyers would be Negroes 
fact that lots were scattered pri 
marily in a previously all whi 
neighborhood, adjacent to an area 
that was approximately 20% Ne 
gro, meant that the project would 
have the effect of extending an 
area of Negro occupancy. 

to the undertaking of 

it was common practice for local 
real estate men to refuse to sell 
homes to Negroes South of 42nd 
Street in this section of Minne 
apolis. This project caused an in 
tegration of homes in a ten block 


this project, 


area beyond this ‘‘unofficial 
boundary.” (From 42nd St. to 
46th St. and 3rd Ave. So. to 5th 
Ave. So 


The statistics used have the 
effect of leaving a seriously false 
impression of the effect of the 
project on the degree of housing 
segregation in Minneapolis. Ac 
cording to the article 

“In 1954 Tilsen picked up 63 
lots scattered in a ten block area 
where the colored population 
amounted to only 15% of the pop 
ulation. When the project was 
completed all but 4% of the popu 
lation was made up of the minor 
ity groups.” 

The fact is, however, that of the 
new homes constructed, all but 
1% were sold to non-white fam 
ilies, but the total area is, after 
completion of the project, less than 
10% Negro in occupancy 


Shelton B. Granger 
Executive Secretary 
Minneapolis Urban League 


“In almost every human breast 
there is a desire to own real estate 
Almost everyone who has bought 
real estate remembers the feeling 
of pride when the first little piece 
of Mother Earth was acquired 
This natural desire must be fanned 
into action by the competent sales 
man, who should always seek to 
learn the impelling motive that 
lies deep down in the mind of the 
prospect.”—McMichael in Selling 
Real Estate 





Roster Correction 


Hills Realty 
Board’s listing on page 86 of the Of 
ficial Roster of Realtors 


Beverly California) 


appeared eT 











roneously. The correct information is 
as follows: Active Members, 175; 
Others, 121 
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“PERFECT HOME Cements Relations 
With Our Friends,” 


Says George R. Hill, Norfolk Realtor 


f----------- 


Knight, Orr & Company 
Jacksonville, Florida 


Henry A. Knott, Inc. 

Baltimore, Maryland = . . 

Perrect Home is the perfect 

Wilmington Real Estate Board magazine to maintain and cement 
Wilmington, Delaware f F ‘ 

our relations with our influential 

A. Lovelace Starliper 


Martinsburg, West Virginia friends. We have sponsored Per- 


reCT HOME magazine for the past 


Schroeder Realty Company 


Omaha, Nebraska four years. We know it is read 


‘ sincere appreciate i 
Sherman and Hemstreet, Inc. und incerely ‘pl reciated by its 


Augusta, Georgia recipients. Many times people 


Edwin W. Chase have stopped me and the other 


Lombard, Illinois members of the firm on the street 


Newlin-Johnson Development Company 


to express their appreciation for 
Terre Haute, Indiana 


receiving this quality publication 
William J. Elliot twelve times each year.” 

Fl Paso, Texas ° 

Perrecr Home is a constant 
reminder to key, people of the 


quality service of the sponsoring 


E. C. Hougen 


La Crosse, Wisconsin 


George A. Probasco General 
Contracting Corp. 


group. Perrect Home isa power- 
Reno, Nevada 





ful way of inspiring confidence in 
Howard E. Sproat 


Brookfield, Hlinois you and the services of your com- 


pany. Perrect HOME acts as a 
personal ambassador to the in 


George R. Hill graduated from Johns 


William H. Lyon, Realtor 


Lexington, Massachusetts 


Hopkins University in 1929. Prior to 


z : his entrance into real estate he was a 
fluential people of your communi 


ty. 


Ralston Realtor, Inc. 
Sheridan, Wyoming 


field representative for a national man 
ufacturer of building materials. In 


A limited number of exclusive, 1945 he began working in real estate 
and in 1949 became a partner in the 


Whitcomb & Keller 
South Bend, Indiana ‘ 
annual, renewable franchises are 
Robert A. Cline, Inc. 
Cincinnati, Ohio 


. ‘ . : firm of Myers-Preston-Hill, Inc., con 
available to established firms with ’ 

. . : ducting a general real estate broker 
: unusually high qualifications. If 
Jayhawk Construction Company ? 


Topeka, Kansas 


age business. Mr. Hill is a director of 
/ - the Norfolk-Portsmouth Real Estate 
inquiry to Board, Inc 


you are interested, address your 


Leslie H. Blank 


Tampa, Florida 


Jones & Brand & Hullin, Inc. 


Sacramento, California 


Adams & Leonard 
Tulsa, Oklahoma 


Wheeler Nickell 
Ashland, Kentucky 


rederer Realty — PERPELT 


Reece Hein, Mowe | NE STAMATS PUBLISHING COMPANY 





Reid-McGece 


Jackson, Mississippi 


Padgett Realty Company 
Colorado Springs, Colorado 


CEDAR RAPIDS, IOWA 


Mason McDuffie Co. 
Berkeley, California 


Adams-Cates Co. 


Atlanta, Georgia 


John H. Worthman 


Ft. Wayne, Indiana Number 122 in a Series 
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Product Progress 


(Continued from page 13) 


California, to help real estate men become more ef 
ficient and accurate in appraising properties. It was 
woduced to help overcome the problem of overpriced 
isting 

Dialmaster has been demonstrated 
real boards and at state conventions. It has 
been checked against sales prices and, the manufac 
turer has been shown to be 98% accurate. 


before many 
estate 


states, 


Double-Duty Patio 7-5 


Distinctive feature of the Fleetwood, by National 
Homes Corporation, is a patio-carport arrangement 


that enhances the exterior design. The living room 





with its exterior glass wall 
attractive 
street 


faces the patio, and an 
wooden fence screens the patio from the 


For easy furniture arrangement, the 
of the Fleetwood has three walls free 
The center 
faced with s 


living room 
of windows 
bearing wall in the living room is sur 


tained, grooved plywood. The house also 





A place for everything — everything in place with 


For letter files 74 4 [ ” 
» aS The ae 
FILE 
ENVELOPES 


POR REALTORS 


For legal files 
10 x 15 
Size 


Sr. 





@ Progress of deal instantly visible 

®@ No hunting for mislaid papers 

® Nothing omitted nothing neglected 
®@ Printed check list covers every item 


USED BY REALTORS IN 48 STATES AND CANADA 





Special Introductory Offer 


(Initial order only) 
EITHER 

2 SIZE $2 
Postpaid Anywhere 


Satisfaction or Money 
Back Guaranteed 





on any quantity 


“Deal Savers” 
work easy! 


moke my 

















We ship Railway Express Charges collect unless otherwise requested 


Pee ie et ee ee ee | 
| LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. i 
| Ship us Deal Saver, Jr."’ at 9 cents each / oy | i 
| Ship us Deal Saver, Sr."’ at 10 cents each | ,), aa ’ | 
| Ship us 25 size at $2.00 (introductory offer—postpaid) | 
| Send free sample of size Deal Saver | 
| Check for § enclosed | 
| Name | 
| Aboa ess | 
iene sgeruarcpanigings a or nee | 
16 July, 1 
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features a step-saving “U” shaped kitchen with spac: 


for cabinets. base cabinets with formica work sur 
faces. and a 48-inch sink. 
Mortgage Payments in a Nutshell 7-6 


Need an easy way to figure mortgage payments 
for different financing arrangements? Rolf Darbo 
of Madison, Wisconsin, publishes a booklet of graphs 
from which you can estimate amortization period 
mortgage payment (knowing time and principle 
mortgage principle (knowing number of payments 


and time), mortgagor’s borrowing capacity, prin 
cipal balance due at any given time, premium on 
sale of mortgage, and a host of other problems. In a 
nutshell it solves 12 problems from 4% to 642% 


for any monthly payment up to a 20-year term on 


any principal sum to $25,000 Price is $4 per book 
let 
For That Extra Storage Space 7-7 


This tray cabinet, manu 
factured by Capitol Kitch 
of Roselle. New Jer 
is one of the latest ad 
ditions to the Capitol 
Kitchens’ line of base cabi 
nets. The finish is white 
baked enamel over bonder 
ized steel; three vertical 
chorme rods permit easy 
storage of trays, and there 
is a handy roller drawer 
for small utensil storage 
The cabinets are available 
in both 9 and 12 inch 
widths. Other cabinets in 
the Capitol line are availa 
ble in an attractive 
durable texture finish 


$600 Central Type 


New Vornado unit made by 
ration will provide central type 


ens 


sey, 


| 
am 





7-8 
Sutton ( Orpo 


O. A 


air conditioning for 





about $600, according to the manufacturer. ‘The cost 
includes a prefabricated 
duct system. The two 
horsepower unit is de 
signed to use no water, 
and is said to deliver 
22.000 BT per hour 
It can be installed in 
attic, crawl space, ga 
rage or utility room. A 
self-contained system, compressors, coils and blow 
ers are combined in the single unit. Duct work j 
connected by folding pre-scored sheets of %4-inch 
Fiberglas board into rectangular shape and sealing 
the edge with a spec ial achesive tape Ductwork i 
covered on the outside with a sheet of reinforced 
aluminum foil and coated on the inside with a hard 
finish flame-resistant coating 
Compact and Comfortable a 


Manufactured 
Georgia, this Seymour three 
garded by Knox officials their 
house for 1955. Some of the features are 
exteriors, including asbestos siding 


by Knox Corporation of Thomson 
home is re 
most important 
a variety ol 
cedar shingles 


bedroom 


as 
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texture 1-11 or brick veneer. U. S. Mengel flush 
doors ee 
a 2 by 4 foot closet in each bedroom, linen closet in 
hall . . . full 23 foot 114% inch long living room, in 
cluding dining area . kitchen with optional eat 
ing space... large picture and two other windows in 
living room and Stewart Warner recessed wall fur 
nace oil or gas fired. Price range in typical area, 
exclusive of land, is $6,500 to $7,000 


7-10 


Tywel “Builder's Model,” 
built-in room air conditioner 
may be inserted in a window 
or along any outer wall. The 
unit is 15 inches deep, 14 
inches high and 32 inches 
wide, and is manufactured in 
Manufacturer says that optional 


“Builder's Model” 





various Capacities. 
air conditioning can be offered by apartment own 
ers, requiring only opening or closing the wall open 
ing where the unit is to be installed 


7-11 


Portable Cooler 


Portable room for 
home or office use has been de 
veloped by Utility Appliance 
Corporation. Called “Carry 
Cool,” the unit can be plugged 
into any electrical outlet, a 
cording to the manufacturer, 
and has a built-in water pump, 
plus a 12-inch fan turned by a 
two-speed electric motor. It is claimed that the unit 
can also be used as an exhause fan and humidifier 
It weighs 27 pounds and measures 1714-inches high 
17 inches wide and 131% inches deep 


( ooler 





Square Air Diffusers 7-12 


A new line of adjustable square air diffusers with 
built-in equalizing deflectors and rectangular air dif 
for 2. 3, or 4 way 
diffusion has been an 
nounced by Universal Dif 
fuser Corporation of New 
York City. The square ser 
1es manufactured in 
styles for plaster or acou 
tical tile ceiling installa 
tions. The adjustable vanes 
vol 
desired without 

auxiliary dampers and can 
be locked into This 
adjustment of the diffuser only changes the volume; 
pattern of diffusion remains constant, making the 
balancing of an air distribution system a simple mat 
ter and facilitates air volume change 


fusers 


1s 


increase decrease 


ume as 





lac ¢ 


on the job.” 
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WE 


PROPERTY AND FOR SALE SIGNS 





LOOK BETTER « LAST LONGER 


AND Suing Results 














} Let us show you how the FINEST can be had for LESS 
A complete stock of REALTOR'S & BUILDER'S STOCK ITEMS on hond 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 


FREE DESCRIPTIVE FULL COLOR 
LITERATURE AND PRICES SENT 
AT ONCE 








MOORLEE DISPLAY ADVERTISING 


239 NORTH ROBERTSON BLVD BEVERLY WILLS 





ANNOUNCING THE 


Mew 
KEY LOKBOX 


BANISH KEY PROBLEMS FOREVER 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 


a SIGN OF 
PROGRESS 


Permits 50% more time for actual Selling, Showing and Listing 
of Properties 
@ Only one key needed to every listing in any co- 
operative group whether there be 10 of 10,000 
@ Eliminates going after and returning key te listing 
office 


@ Eliminates duplicate keys and key boards 


ideal for all Soles, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc 


Perfect for any listing whether Furnished, Occupied, or Vacant 


PaTint PENDING 


Non-duplicating keys 
furnished 
Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


Made of Durable 
Stainless Steel 


FOR FURTHER INFORMATION 
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We can DOUBLE the value of 
a BUILDER’S CAPITAL 


— ON OUR EXPERIENCE, it is Conservative to 
say that we can at least double the value of any 
builder’s capital. 

If you have capital enough to build 10 houses a year 
by conventional methods, then you can build and sell at 
least 20 National homes. If you have capital enough for 
20 or 50 or 100 conventional houses, you can build and 
sell 40 or 100 or 200 National homes. 


The first big advantage National Homes offers you is 
turnover of invested capital. You can build and sell a home 
in a matter of weeks instead of months. Each time you 
build and sell you make another profit on your capital 
A smart builder-dealer who follows our recommendations 
can probably do much better than double his sales and 
his earnings. And if he keeps plowing some of his extra 
profits back into the business he can grow in volume and 
earnings over the years, beyond anything he can expect 
if he builds the slow, conventional way. 

Why should any builder tie up his money in slow build- 
ing operations on the site, with all the delays of weather 
and delivery, and all the handicaps of hand operations, 
when he can get all the advantages of fast, quality-con- 
trolled, indoor, volume production? Why should he tie 
up his money in inventories and his time in purchasing 
operations? 


National Homes Corporation has been plowing back 
its own earnings and has grown from a business produc- 
ing 1230 homes in 1946 to a company that produced 
over 20,000 in 1954 and had sales of more than 
$50,000,000. ‘Today we are far and away the biggest in 


the field. Our volume permits us to get all the advantages 
of large-scale buying and to invest in high-cost, special- 
purpose machines for our assembly lines. We can retain 
outstanding architectural, design and style advisers. We 
advertise nationally and create a national pre-sold market 
for our builder-dealers. 

A major advantage enjoyed by every National Homes 
builder-dealer is the services of National Homes Accept- 
ance Corporation which has created a nation-wide mar- 
ket for National home mortgages and provides construc- 
tion money quickly for all authorized builder-dealers. 


To meet the increasing demand for our tested homes 
(already owned by 75,000 families) we are in the midst 
of a $4,000,000 plant expansion program. We are in- 
creasing our capacity at our plants in Lafayette, Indiana 
and near Elmira, New York, and we will have a new 
plant by the end of this year in Tyler, Texas. National 
Homes is going places! 

We invite inquiries from the best and most successful 
builders in any community east of the Rockies (within 
reach of our 250 trailers or economically accessible by 
railroad). Because we are building an organization which 
we expect will one day do a very large part of the home 
building in this country, we are equally interested in 
smaller builders who want to grow. Money is important 
to us but so is character. Many of our builder-dealers 
have not had direct building experience but are simply 
good businessmen. 


Write to me personally. James R. Price, President, 
NATIONAL Homes Corporation, Lafayette, Indiana 


Z 


ONE OUT OF EVERY 48 HOMES GEING BUILT Ld 


IN AMERICA TODAY IS PRODUCED BY... 


COPraiont ie6s, wwe 
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AN INCIDENT the other day reminded us again of one of the most 
| effective approaches we've heard for getting listings. A Realtor 
acquaintance = tee used it just the other day. We met a prominent 
business man a friend of his on the street and after exchanging 
the usual remarks about the weather, the Realtor said, “Say, I have 
a family coming in from out of town and they have a certain type 
of house in mind. They're looking for a place with four or five bed 
rooms and two baths, and they want a wooded lot. I've been driving 
over through your section and I believe your house would suit them 
perfectly. Would you consider selling?” 

It so happened his friend didn’t want to sell, but he mentioned 
two other acquaintances with similar houses who might be inter 
ested in selling. Later that week we saw our Realtor friend again 
and asked him if he'd found a house for the incoming family. He 
said his friend had telephoned him later that day and had given 
him the name of still another man who might want to sell. It turned 
out that this man was thinking of selling, but hadn't yet listed hiv 
property. So the sale was consummated 

It seems almost naive to discuss such a straightforward approach 
as this. But it serves to point out principles so often overlooked 
good sales points based on the most fundamental kind of common 
sense 

The basis of this approach was friendship and merited confidence 
And of course, it had to be done with tact and discretion. The Real 
tor knew the businessman, where he lived and in what kind of house 
Secondly, he believed the businessman had confidence in him and 
would tell him about any friends who had houses that might fill 
the bill 

This Realtor recognizes the zones of influence in his community 
and how they can work in his behalf. He knows the more respect 
he gains the more zones of influence he is reaching. Because of hiv 
casual request, the Realtor’s friend had mentally searched among 
all his acquaintances for a house that might suit the Realtor’s client 

The Realtor had enough respect throughout the city that no mat 
ter what type of yroperty a client might want, he would have two 
or three persons * could contact. They, too, would help him find 
such a property 

The principle is one long recognized and used by successful real 
estate executives. They gain the respect of people in their com 
munities, realizing that many are in a position to send them bu 
ness. They train their salesmen to do the same. They and their en 
tire organizations take part in Civic activities 

The Realtor’s approach involves another inportant principle: He 
had a specific family which wanted a certain type of house ‘a 
house “just like yours.”” Putting it this way made the man want 
to help this Realtor find a house. And, certainly, he was flattered 
that someone wanted a house like hi 

It’s well known that many Realtors have been quite successful 
in getting listings by door-to-door canvassing. Certainly, this can be 
effective, but the point is that it does not and will not supercede the 
sound business which is gained by obtaining and keeping the re pect 


of the community 
nF 
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This report — based on surveys of 42 cities — gives a pretty accurate picture of what's 
going on around the country in the housing industry. Two things are clear — the mort- 
gage market is tightening, but it’s not as serious as generally thought, and shortage of 
buildable land is reaching the critical stage. If the land problem is not solved, certain 


areas may face reduction in new house starts. Cost of good land is also a problem. 


Two Biggest Industry Problems 





Mortgage Money Supply in Representative Cities 


(Quotes from local Realtors and builders) 


Syracuse, N. Y. 


Washington, D. C. 
Charleston, W. V. 
Richmond, Va. 


Charlotte, 8. C. 
Montgomery, Ala. 
Pittsburgh 
Columbus, O 
Cincinnati 
Louisville 

Detroit 


Fort Wayne 


Anderson, Indiana 
Evansville 


Chicago 
Jackson, Miss. 


Milwaukee 
Minneapolis 


Sioux City 
Springfield, Mo. 
St. Louis 
Lincoln, Nebr, 
Tulsa 

Houston 

Dallas 

Colorado Springs 
Phoenix 


Spokane 


20 


Present Supply? 
Good 


Firm 


Shortage 
beginning 


Short on 25- and 


-year no-down loans 


Short — market tight 


Adequate 
Adequate 
Adequate 
Slight shortage 
Good 
Somewhat tight 
Short 


Barely enough 
Adequate 
Healthy 


Short only on 100% 
VA loans 


Plentiful 
Good 


Fair 


Conventional — good; 


VA-FHA discounts 


Conventional okay; 
FHA fait 


Good 
Growing short 
Plenty at 2 to 3 


points discount 


VA-FHA being dis 


counted 2 to 24% 


points 
Good 


Short for low 
cost: housing 


Adequate 


Change expected? 
No — only rumors 


Yes — in 30-year, 
nothing<own program 


Yes tightening 
Outlook not good 


Yes — tightening 
Shortage indicated 
Signs of tightening 
No 

lightening 

Slight tightening 
Rumor only 

Will get worse as 
year progresses 
No 

Signs of shortage 


Kumor of tightening 
in final quarter 


No 


No 
No 


Perhaps an approaching 
shortage 


Yes — will be — 
in 1956, and election year 


Outlook not as bad as 
gloom merchants predict 


Unknown 


Getting harder to find 


No 


Rumor of tightening 
later in year 
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( N A NATIONWIDE basis, there are two basi 

problems facing the home building industry 
These two problems can be pretty accurately covered 
by two very familiar words: land and money. 

In a nutshell, the “money” problem is not as 
serious as has been generally believed to be the case 
Mortgage money, although tight in some areas and 
getting tighter in others, is in no way critical as far 
as most areas are concerned 

In a second nutshell, the “land” problem is quite 
as serious as it has been made out to be, and is pet 
haps more serious than has been previously thought 
There is a shortage of buildable land. The whole 
woblem of community facilities only recognized 
ately as a really serious problem — is rapidly getting 
more serious. The cost of land with improvements 1s 
rising in most cities around the country. 

And yet, on top of this, everything indicates that 
1955 is going to be as big a year as the optimists have 
predicted. On the basis of reports from almost 50 
cities, expected residential building volume in 1955 
is going to ext eed 1954 by a considerable amount 

There are two major implications to be drawn from 
the figures collected by the JourNAL over the past 
three months 

1) Sharp cutbacks in housing starts because of a 
shortage of mortgage money does not appear to be 
in the cards. There will be financing available for 
almost all home buyers who need it 

2) Reduced home building is in the cards in some 
cities because of the lack of suitable land to build on, 
at a reasonable price, within a reasonable distance of 
utilities, schools, et 

Despite the fact of rising land costs, inadequate 
community facilities and the shortage of good de 
velopment land, the demand is for larger rather than 
small lots. Thirty-two cities put the minimum lot as 
having a frontage of more than 50 feet, while only 
ten cities would set a minimum of 50 feet or less. 

Average lot size in these cities is about 60 by 120 
feet, and average lot cost runs about $1,900. The 
average of the most active house selling price range 
is roughly $11,800 

In other words, land costs are running an average 
of 16% of the selling price of the house on a nation 
wide basis 

In terms of land available, almost all cities report 
that there is practically none remaining within the 
limits of the central city. A few cities have recently 
incorporated or annexed outlying areas and say there s 
plenty of land available, but builders in most cities 
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are faced with building in outlying areas where com 
munity facilities are lacking, or building on expen 
sive, scattered lots within the city limits 

Those builders who cannot command the finances 
necessary to put up subdivisions where the facilitie 
are inadequate may very well face a reduction in 
the number of homes they build in 1956 

Slightly better than 50% of the cities reported that 
the actual supply of housing is “adequate” at present 
Several of these commented, however, that the sup 
ply would not be adequate unless the high building 
rate is continued 

Che mortgage situation is better on the whole, but 
has some tough spots Scattered cities and there 
report a 
number 


eem to be no geographical pattern 


definite lack of mortgage money. A report 


These Cities Report Serious Land 


Our city estimates there are 4,350 acres of suitable 
development land available. However, there is proba 
bly quite a bit less than this because of 1954's high 
production. Also, what land is available is held by a 
relatively few large builders.’ 

Home Builders 


of Spokane 


Association 
Washington 


Surrounding Cincinnati are thousand thou 


upon 
ands of acres of farm ground which on the 


would 


urface 
However. 
facilities. For 


There 


appear 
the land is hilly 
the present 


suitable for development 
and lacks community 


this ground is undevelopable 
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a tougher mortgage market than last year, but one 
that is still not Most cities don’t anticipate 
any marked changes in the mortgage 


serious 
ituation in the 
immediate future 

A frequently cited problem around the country i 
that of low FHA and \ \ appraisal 
lamented problem, it is 
citie 


Always a much 
particularly aggravating in 
where other builder problems are becoming 
more difficult 

Some 


lack of 


name 


cities report a labor 


killed craftsmen. A 


most 


particularly 
labor then 
problem. Materials shortages are for the 
most part rare. Three cities named special local prob 
lem 


few cost “is 


eriou 


such as unstable employment because of a 
lack of diversified industry a 


hampering overall 
housing development 


Problems 


is no available ground in the Cincinnati city limits to 


William F. Hendy 
Home Builders Association 
of Greater Cincinnati (Ohio 


\ rea onable land ! available 
Anderson since the city utilities are 
operative in extending their services 

Home Builders A 
of Anderson 


amount ol adjoining 


omewhat co 


ociaton 
Indiana 


Corpus Christi recently annexed 14 quare miles and 


is preparing to build new sewer lines and a di posal 
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plant to service this area as needed. In addition there 
would be probably another 1,500 to 2,000 acres, but 
only a small portion of this within an economic dis 
tance of public utilities... Corpus Christi has doubled 
its aa oF a every ten years for the past three 
decades, and as community facilities have had a 
difficult time keeping up with this phenomenal 
growth, there is a very limited amount of raw land 
available for subdivisions. This brings the cost of raw 
land up to as high as $4,200 an acre We also have 
very restrictive development requirements that force 
the developer to put in all utilities (exclusive of gas, 
telephone and power ) paved streets, curbs, gutters, 
sidewalks — as well as giving 5% of his raw land to 
the City for parks, . .” 
Leland B. Ross 

Home Builders Association 
of Corpus Christi (Texas) 


“Unless the community facilities can be made avail 
able, there usually is no development. This is particu 
larly true of water, gas and an tricity. Occasionally 
a developer will proceed with development using 
septic tanks, but this is unusual. Development 
around Dallas ordinarily follows the availability of 
the services,” 

Home Builders Association 

of Dallas (Texas) 


‘Building lots within the city are scarce, and those 
outside the city are for the most part undeveloped 
There is an isolated lot here and there in the city, 
but for project builders there is nothing Through 
concentrated efforts we have been able to get 3,400 
acres annexed to the city this past year, but it is 
not enough to even substantially relieve the situation 
This acreage alone has cost the Columbus Home 





Realtior—Builder Team 


Developments Sell Fast 


| UILDERS know building; Realtors know living 

through the eyes of the home buyer. That, 
says George H. Beckmann, Realtor of ‘Teaneck, 
Ridgewood and Paramus, New Jersey, is the basic 
reason for the success and fast acceptance by the 
public of developments on which builder and Realtor 
consulted from the beginning 

“From long, intimate experience with the buying 
public in a specific area,” Beckmann says, “Plus a 
familiarity with the region’s pattern of growth, we 
can give help on the location in which to build, and 
the style and price range of house that will meet 
consumer desire there.” 

Beckmann says a land department, too, helps the 
builder assemble his acreage. The Realtor can dis 
cover any development pitfalls on land that may 
seem like a bargain. 

“We urge builders to go easy with the bulldozer,” 
Beckmann says, “It’s simpler and cheaper, of course, 
to bulldoze trees out of the way, but that causes many 
a prospect to be lost. In selling both new and used 
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Builders Association approximately $1 an acre, plus 
the hundreds of man hours spent. It has been esti 
mated that it will take two square miles and $12 
million yearly to supply our city with new building 
lots that are needed to meet the demand for housing 
in the area.” 

Hazel A. Hoyt 

Columbus, Ohio 


“We don’t have enough builders in Tulsa to build up 
to the demand. Some of our men are sold 25 to 30 
houses (VA) in advance All of our developments 
are built up first, then annexed to the city. There 
are possibly 4,000 lots available within the city 
limits, but even for these our developers must fur 
nish their own sewerage disposal plants. Our water 
lines reach almost anywhere close, however, and our 
water supply is plentiful.” 

Charles N. McKinney 

Tulsa, Oklahoma 


“Every effort is being made to call attention to the 
facts: A lack of cooperation on the part of the lend 
ers, local government agencies and the public in 
facing up to the problems of community facilities, 
rehabilitation ol minority housing, particularly 
with regard to long range planning. Problems are 
met as they come up and little is done to avoid their 
recurrence in the future. A new land use and zoning 
ordinance is now in effect (the first major change in 
25 years), and a legislative program to clear the way 
for long range planning is being undertaken. Co 
operative effort of all interested groups is being 
sought not only to solve present problems but 
to correlate them into long range solutions.”’ 

Home Builders Association 

of Fort Wayne (Indiana) 


The Realtor and builder team idea is spreading. 
Here are comments on it by a real estate executive 
who has worked with client builders for years 
in planning and selling development houses. 


houses, we find buyers want and will pay for trees 
not spindly new ones but the sturdy kind that 
have embellished the landscape for years.” 

A Realtor can give invaluable aid to the builder in 
planning his houses. Realtors and their salesmen con 
tact hundreds of buyers and lookers, and learn their 
criticisms and opinions of houses. Realtors are aware 
of the all-important woman’s point of view. Such 
contacts are seldom available to architects or build 
ers, says Beckmann. 

“Meeting financing and mortgage market prob 
lems, selecting media for advertising and publicity, 
negotiating with town officials and planning boards 

these are but some of the other services a Realtor 
can offer a Builder who works with him from the 
beginning.” Beckmann adds. Since the Realtor is 
aware of every problem that arises and their solu 
tions, he has an intimate knowledge that can be 
gained in no other way. The builder who works with 
his Realtor from the inception of a project has taken a 
big step toward the final sale of his houses. 
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Seventh in a Series on Sales 





If your salesmen think the real test of 


salesmanship is in showing a property, 


they should adjust their thinking. The 


sale begins with listing property. How 


well your salesmen explain the rules of the 


game will determine what kind of team 


player Mr. Owner will be in 


effecting a sale. 


By Par DeWitt & HARRY REARICK 


Realtors, 
El Paso, Texas 


Listing — a Real Test in Salesmanship 


ISTING of residential property 
4 to place merchandise on our 
shelves is the place for a practical, 
aggressive associate to show his 
true worth to an organization. 
Let’s be aggressive enough to take 
the initiative away from Mr. Own 
er as soon as courtesy permits. As 
an example, don’t spend an hour 
admiring the children, pets and 
landscaping, waiting for Mr 
Owner to volunteer his motive for 
selling. Questions give Mr. Own 
er an opportunity to talk, allow 
ing you to guide the conversation 
Questions can determine whether 
you should spend 30 minutes 
building good will and planting 
seeds for future business, leaving 
at that point with no listing, or 
whether you should spend the time 
to acquire a good listing. Ques 
tions such as “‘Where are you 
planning to move, Mr. Owner?” or 
“How soon would you be able to 
give possession?” will disclose the 
all important factor of motive 

Most of us can probably agree 
that an action-impelling motive 
makes it worth while to go all out 
in showmanship and salesmanship 
towards the 
exe lusive 


acquiring owner § 


property on an basis 
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Let’s be practical though \ 
strong motive like having three or 
more children in a two bedroom 
house, and an insufficient equity 
to buy a larger home, is still a 
strong motive, but it leaves you 
without tools to accomplish the 
owner’s aims 

Knowing the motive 
and desires, it is time to ask youn 
self a question. What can I do for 
this family? Ordinarily 
not be able to get them a 
house for less 


owner’ s 


you will 
better 
money, and unle 

you tell them so, they will find 
it out 90 days later when thei 
house still hasn’t sold 

Let’s the “back door ap 
proach” at this point: “Mr. Owner 
we have a common interest in 
obtaining the best possible price 
for your property. As you know 
our commission i the 
sales price, so a reduction in your 
price is a reduction in our com 
mission.” 

Assuming that motive has been 
established, a fairly price 
has been agreed upon, and you get 
the signature on a 90-day listing 
don’t leave 
ceived a call from an owner who 
expected you to advertise his home 


use 


based on 


realistic 


yet! Have you ever re 
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every day? Now is the time to ex 


plain your advertising policie 
had 
ious owner help you show a house 
and kill the chance of a sale by 
preposterous statement Now | 
the time to suggest that the 


Have you ever i overran. 


hov 
ing and selling be left up to you 

had any one at 
directly with the 
comm 
better 
derstanding with the owner nov 


Have you eve! 
tempt to deal 
owner? le 
course It’s 


ion. ofl 
to have an un 
rather than an argument later 

Have you 
look at his final and 
say, “I thought the buyer paid all 
the costs? I did when I bought the 
house. What 
pull? 

Mr. Average 
knows the rule 


receive a 


ever had an owner 


tatement 


are you trying to 
Football Players 
and he expects to 
few bumps in 
Knowing thi he doesn't 
complain. Mr. Average Home 
Owner only has the vaguest know 
ledge of the rules, 
he complain 


ever’ 


varie 


and naturally 


every time he re 
ceives a bump 

You and Mr. Owner 
You experience | 
plain the rule mm ads 
Vir. Owner 


are team 


mates have 
ance and 


will he a lenm pla or 


Training 
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By ExNest P, SCHUMACHER 


Memphis 


International Vice-President 


Society of Residential 


Appraisers 


Realtors and builders are complaining about the lack of 


trained government appraisers. What can be done about 


this? According to our author, the answer lies in fee ap- 


praising — with its flexibility and absence of rigid rules. 


pee MANY YEARS there have 
been informal luncheon gather 
ings of the appraisers who do fee 
work for the Veterans Administra 
tion in Oklahoma City. They have 
done similar work for other gov 
ernment agencies, including high 
way authorities and courts, as well 
as for some large volume private 
chents 

These appraisers are very seri 
ous about the work they are do 
ing. The luncheon meetings, held 
since the early days of the VA 
program, are always dutch treat 
No one is paid for his time as he 
sits poring blue-prints or 
listening to an explanation of a 
developer's plans. Yet rarely is 
one of this group absent from the 
weekly gathering 

These men typify the best as 
pects of a fee appraisal system at 
work. They are all busy experi 
enced appraisers with other im 
portant responsibilities. But they 
are more concerned with the 
sound operation of the real estate 
market in Oklahoma City than 
with any other single facet of the 
complicated decision on how much 
land value can be ascribed to the 
newly platted subdivision. Or 
what facilities are needed for the 
utilities. Or what type of home 
would be a proper improvement 
for the location, Or wenothet the 
size of the development and the 
surrounding facilities make it 
feasible to add a shopping center 


over 


at the crossroads 
By working together, by 
ing ideas and erpertences, 


shar 
these 





Ernest P. Schumacher 


men become a much more power 
ful force for aiding developers 
builders, brokers and veteran buy 
ers than if each appraiser tried to 
LO his may alone 

That's why the cooperative bull 
sessions are so important. They 
supplement the individual ap 
praiser’s research and judgment 
with that of others. At a typical 
luncheon, the cumulative years 
of experience for the group of 10 
men would be 320 years of local 
know-how! But their alertness 
pride in their work and the sense 
of responsiblity pervading the dis 
Cussion mean even more 

Why do men who are accustom 
ed to earning substantial fees for 
court work spend several un 
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IK; FEE APPRAISING 


paid hours each week in these hud 
dles? Because they have a profes 
sional approach to their work 
They know that their names and 
reputations will hinge on the qual 
ity of appraisal work done in their 
community during the busy. hee 
tic days of the building boom. Call 
it an investment in their future 
earning ability. It’s sensible and 
practical. But by serving their self 
interest, they perform a great sery 
ice for their community and for 
the taxpayer who is standing be 
hind the VA guaranty. In effect. 
through their informal meetings 
they are a sort of city planning 
COM mission 

Fee appraisers have measured 
up to the American tradition that 
government should allow private 
enterprise to perform all those 
functions which it can do bette: 
or more economically than public 
agencies. These men have given 
fine service to the VA, and then 
work hasn’t cost the 
nickel 

There is a strong compulsion in 
all government agencies to operate 
uniformly sometimes at the ex 
pense of realism. The very essence 
of residential property appraisal 
on the other hand, is that each 
parcel is unique. No two project 


‘Treasury a 


houses of the same design are ac 
tually identical. Their location on 
a different plot of land in itself 
slight variation which 
may be of consequence to some 
buyers 

It is the appraiser’s job to know 
what the public should pay for a 
certain type of house under more 
or less normal conditions. When 
the conditions are artificially or 
temporarily distorted, the ap 
praiser must make allowances for 
the swing back to typical condi 
tions. He cannot, for instance, give 


causes a 


a higher valuation in a new sub 
division at one end of town where 
a better merchandising job has 


been done, than he can for home 
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having equal facilities in another 
subdivision whose promoters have 
not been so aggressive or whose 
prices are slightly lower 

An appraiser must be complete 
ly objective. He should have noth 
ing more important at stake than 
finding the right answer. His stock 
in trade should be the reputation 
that comes with years of being 
known as a person who has the 
know-how and integrity to accom 
plish the job 


What “Independent” Means 

Actually, an appraiser’s posi 
tion is one of substantial trust. He 
is expected to be the focal point of 
a real estate transaction. He sets 
up the basic figures from which 
transactions can follow that are 
fair to all parties. To do so, he 
must be thoroughly informed. He 
must also be free from pressure 
from an employer who can de 
mand that he conform to a rigid 
set of standards which. in some 
cases, are not subject to realistic 
application. In order to be objec 
tive and to have the proper 
function of check and balance 
he must be an independent fee 
appraiser who gains employment 
from a variety of clients. Diversi 
ty of employment gives him a bet 
ter background, as well as finan 
cial independence from the person 
or agency retaining him 

In the past, government agencies 
have preferred to hire staff ap 
praisers for uniformity and 
easier supervision, Certainly there 
are some good appraisers on the 
staffs of government agencies, But 
as a general rule, a man no sooner 
gets well grounded in appraisal 
techniques than he moves on to a 
private mortgage or real estate 
firm where he can handle a diver 
sity of duties including ap 
praisal and earn more money 
The highly qualified men who 
stay with government usually do 
so at a financial sacrifice. 

It is true that the supervision 
of a fee roster is more difficult 
than that of a salaried staff doing 
the same volume of work. In the 
first place, much higher qualifica 
tions must (and can) be demanded 
of a fee roster. More people must 
he placed on a fee roster if they 
are to handle, on a part-time basis 
the same number of assignments 
that could be given to a full-time 


staff 
Biggest Advantage 


One of the tremendous advan 
tages of a fee system, however, 3 
its flexibility under changing vol 





staff appraising: 


quality appraising. 





The weaknesses of government 


e@ 100 much stress on uniformity, in a field where no two jobs 
are the same, and where flexibility is a prime virtue. 


e@ No adjustment for rush or slack periods — which means 
under-staffing (and inefficiency) on the one hand, and over- 
staffing (and inefficiency) on the other. 


e Best qualified men leave for better jobs and better incomes 
in private work — which means too much turnover, lower 








ume. The mortgage 
well known for its rapid ups and 
downs. Fee appraisers were work 
ing 14 to 16 hours per day, and 
on Saturdays and Sundays, dur 
ing recent rush months. It took 
several months, on the other hand, 
to get authorization to pay ove 
time for Saturday work under the 
staff system. Even then. the added 
time was limited 

When a lull occurs in an office 
with a staff appraisal system, some 
of the workers needed for normal 
or rush operations become idle 
but the payroll runs on full tilt 
One argument is that this is the 
time used for bringing files up to 
date, doing research and studying 
Such activities cannot be deferred 
for slack times if an office is to 
operate efficiently. The time that 
current facts are most vitally need 
ed is when the mechanism is roll 
ing along at its highest speed 


business 1s 


There is a large pool of trained 
appraisal personnel in this coun 
try available for quick and prac 
tical service to the mortgage in 
dustry and to government agen 
cies. A great part of this talent j 


available more from the point of 
view of service and responsibility 
than from monetary interest, but 
it insists on retaining the dignity 
of a profession. A fair professional 
fee is one of the first essential: 
Removal of any kind of pressure 
for favoritism or for rigid uni 
formity is another 


Room for Young Appraisers 
There is 
training. The 
has developed rapidly and will ex 
pand still further in the next few 
years. The average age of the pro 
fessional fee appraiser is over 50, 
and qualified younger men can be 
trained by the hundreds without 
disrupting the field. They can af 
ford to pay for their own training 

as a phase of personal improve 
ment for the real estate busines 

rather than get it at govern 
ment expense 
Brokers’ Best Ally 

Progressive builders and brok 
ers will recognize that their strong 
est ally is the well-informed ap 
praiser who can support independ 


room for more ap 


praisal profession 


t 


(Please turn to page tH) 





for the money involved. 





Why independent fee appraising 

means better service: 

e “Much higher qualifications must (and can) be demanded 
of a fee roster” than of a salaried government staff. 


@ Easy adjustment to expanded volume — making the best 
men available when they're needed most, without carrying 
a heavy salary burden when activity slows down. 


@ Makes available a vast pool of talent and knowledge — 
ready to serve more for the professional contribution than 
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Stabilize Your Business 


A good management department will help you offer better service 


to your clients, and put your income on a sounder basis. 


By Litoyp D. HAN FoRD* 
Regional Vice President 
Institute of Real Estate Management 
San Francisco 


| LAL estate brokerage is very 

volatile, as are all service 
Your profit depends 
upon delicate situations which ap 
pear and disappear almost over 
night and without warning 


businesses 


A change in national or local 
unemployment profoundly affects 
home sales. Swings in securities 
prices affect the demand for in 
vestment properties Consumer ac 
tivity creates and removes demand 
for retail locations. New inven 
tions and processes create or des 
troy industrial site demands. Gov 
ernment legislation affects all real 
estate activities. International up 
heavals inflate and depress all 
activity. Public con 
fidence and despair are quickly re 
flected in the marketability of real 
woperty. Changing customs and 
iabits must continually be reckon 
ed with 

It is impossible to forecast how 
large or small our incomes will be 
in the immediate future, because 
uccess or failure depends on un 
predictable factors. It is because of 
this perhaps, that we find the aver 
age age of the American Realtor 
to be about 52 years. For it takes 
enough capital to risk the insecuri 
ty of an indefinite, undetermin 
able income. It is for this reason 
that we find so many within our 
ranks engaged in brokerage on a 
part-time basis 


business 


Do we have to endure an un 
certain existence because of our 
attraction to the real estate busi 
ness? Must we continue to live in 
the dark shadows of insecurity? 
The answer is an emphatic no/ 

Let's take a quick look at our 
business and find out why it exists 
at all and how we can solve our 


*Adapted trom an address given by Mr. Hanford 
before the Oakland (California) Real Estate 
Board 


Yb 


problems to the mutual benefit of 
ourselves and our clients 

The real estate business origi 
nated and continues to exist be 
cause of an indestructible desire on 
the part of people to own land 
Through land ownership indi 
viduals acquire their 
security and its accompanying 
happiness from a feeling of be 
longing to a community. The in 
creasing desire, quite naturally, 
created the need for the real estate 
man who would help them scien 
tifically, economically and spiritu 
ally. We are doing this job ef 
ficiently and, in the process, we 
can Claim a great part in the build 
ing of a strong and great nation 
jut, here is where our weakness 
begins. We and many of our 
clients are, for the most part, com 
etely oblivious of the fact that 
and ownership carries with it the 
requirement for management 

Land ownership is not static 
it is extremely dynamic! Even as 
we sit in our homes things are 
changing building costs are 
rising or falling; neighborhoods 
are improving or deteriorating; 
marketability is increasing or 
decreasing; obsolescence, defects 
and deferred maintenance are tak 
ing their toll; rentability is always 
in a process of flux; city planning 
is changing contours and facili 
ties; new interpretations of tax 
laws have their effects 


sense of 


We could go on and on if we 
were to consider all of the threads 
that weave the cloth of land man 
agement, but we only have to con 
sider these few to realize that with 
ownership there must be profes 
sional management 


Good Management Pays 


Oddly enough, the owning pub 
lic is ahead of us in this think 
ing. The complexities of the mod 
ern, quickly changing life have 


July, 1955 





impressed upon them the need for 
professional help which not only 
removes from them the worries 
about details but, more important, 
is vital to the preservation of their 
capital investments. Owners are 
more than willing to pay for the 
wrofessional services because they 
lave come to know that the cost of 
good management is returnable to 
them at a profit. The demand is 
there. You must pick it up and 
use it! 

Real estate management, when 
properly developed, provides a 
steady income year in and year 
out. It brings with it other con 
tinuing income sources such as in 
surance, leases, sales, appraisals 
and consulting. It is what the own 
ing public needs and wants and is 
willing to pay for 

Techniques of management are 
not acquired by putting a sign in 
an office any more than you 
would become physicians by add 
ing an “M. D.” after your name 
Careful study and basic training 
are essential along with a con 
tinuing alertness to all elements 
affecting the well-being of real 
property 


Make More Money 


What can management bring 
you? Here is an example: A brok 
er became interested in manage 
ment about four years ago. He was 
a house broker. He took a manage 
ment training course and opened a 
management department in his 
office, investing a few dollars in 
equipment and assigning a staff 
member to take charge. His direct 
personal income from this depart 
ment is $2,500 per month 

Another broker by the same 
process opened a management de 
partment with trained personne! 
after he himself had had the prop 
er training. Today he is able to 
pay the head of his management 
department a salary of $10,000 per 
year and realize a_ flattering 
monthly income for himself. He 
recently told me that 30% of his 
brokerage business has resulted 
directly from management. Case 
after case could be cited in the 
same vein 

The successful real estate busi 
ness must offer a complete service 
to its clients. The day of the one 
department service is being sup 
planted by a complete business 
operation, This is the highway 
toward a better and more profit 
able life for the owner as well as 
the broker of real property and 
it is yours just for the taking! 
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One-time mansions, now on borderline slum areas, can be remodel 


ed into attractive apartments. Modernization can halt the progress 


of the slums and be a source of profit for you. This example of 


modernizing three houses by a Los Angeles Realtor-builder proves it. 


I; THERE a profitable market 
for modernization of old prop 
erties? Fritz B Los An 
geles in partnership with his son. 
Pat, “experimented” with three 
old houses and found that there 
is. In order to prove to other build 
ers that modernization not 
adds to civic beauty but is also 
profitable they bought three old 
houses located near the downtown 


surns of 


only 


business area, remodeled them into 
duplex apartments at rentals high 
enough to justify the effort 

The two larger houses pictured 
were once the mansions of the 
wealthy and though they had aged 
considerably, proved to be built 


on solid foundations. Burns found 
that the foundations needed very 
little repair, since one had _ solid 


redwood underpinnings and the 
other had a brick foundation with 
six foot piers. There no old 
paint to chip off, and the exterior 


was 
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painting was done at a low cost 
The major advantage found in 
the old houses was the extremely 
and closet 
Closets were so large that some of 
them were made into bathroom 
The old walls, partitions, and 
ceilings in the houses were of very 
thin plaster and wood lath 
were completely with 
gypsum wall board and then paint 
ed or papered New ply wood pan 
installed 
and new surfaces of 
and linoleum tile were laid 
The interiors of all three house 
were rearranged to create separate 
apartments, each with it 
trance and, in the case of the up 


large room 


spac IOUS 


( overed 


over the old 


cork 


els were 
floor . 


own en 


per units, a new separate stairway 
New plumbing and bath fixture 
were installed as was 
kitchen for each 
ment, with Kelvinator 
NuTone ventilating 


a complete 
modern apart 
cabinet 


fans and 
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These three houses are located with 


in walking distance of the downtown 
Los Angeles business area. Like similar 
areas in many other cities it was slowly 
deteriorating into slums. The two 
larger houses were built around [sP0 


and were mansions in their day 


Same houses after a modernization job 
by Fritz B 


trances, adding wrought tron handrails 


Burns. Changing the en 


and a fresh coat of paint have done 
wonders to the exteriors. Only 14 struc 
tural wall changes were necessary in 


the two larger houses to make four 


apartments in each of the houses 


You Can Modernize for Profit 


Cost breakdown on the house which 
appears at the left in the 
panying photographs 


accom 


$4,978 Carpentry labor 
1460 Dry wall, installed 
1.289 Plumbing 


BOO) OR Aterion painting 

771) Painting and papering 
739) Wiring 

584) Lumber 

551) Linoleum 

is] Heating 


1%) Cabinets, vent hoods, fans 


2%) Hardware 
239) «=Doors, windows 
177 Sheet metal 


100 Wrought iron 





95 Rooting 


$12,90%6 





These 


Fotal | 


Westinghouse garbage disposers. A 
Royal Jet-Aire 


also 


forced au furnace 


unit wa installed on 


floor 


rai h 


after 
modernization, produced 1 duplex 


Kach of the larger house 


apartment Containing approx) 


mately 1.000 qjuare feet of living 
pace Kach had a living room 
dining room. kitchen. two bed 


rooms and a bath. The apartment 
S100) per month. The 
total investment for rehabilitating 
the house to about $435.700 


and the $4. 800 


rent for 


Cain 


return 1 yearly 











After 32 Years in Real Estate 





meant 


After more than 30 years in real estate, 
Earl Teckemeyer tried to retire. But the 
joys and rewards of 


still 
has just 


the business 


too much to him. He 


opened his own new office in Indianapolis 
—— happy to be back at work, “Teck” has 
written nearly 40 articles for the JOUR- 
NAL and has given more than 250 talks 
in cities around the country. He has lec- 
tured on real estate and economics at four 
universities, and served in important of- 
fices in local, state and national real estate 
associations. 


At the age of 48 a real estate man decided to slow down a bit — 


devote a little time to his own holdings and concentrate on apprais- 


ing. He became a “relaxed specialist.’ Here’s what happened. 


_ Y-TWO years ago a 
gangly, scrawny looking kid, 
not yet out of high school, applied 
for and got a job as rent collector. 
sign hanger, errand runner and of 
fice boy deluxe. He was 17 years of 


age at the time and, obviously, 
thought he knew everything. He 
went to work half-days after 


school and Saturdays for a lead 
ing general real estate office spe 
cializing in property management 

In 1955 32 years later 
having watched a lot of water go 
over the dam this fellow at 
the age of 50 opened his own 
new offices, specializing in ap 
praisals but with some manage 
ment, and brokerage as an “addi 
tive’ (this phrase stolen from the 
gasoline peddlers.) Do you think 
a very brief statement of experi 
ences and conclusions about our 
business from such a source might 
he interesting. If so, read on be 
cause that’s what this is all about 

This young (?) man at the age 
of 48 in 1953 decided to slow 
down a bit, give up management 
entirely, do a limited amount of 
brokerage (select-choosy listings) 
and concentrate on appraising 
with a little time devoted to his 
own holdings. In doing that, he 


thought, there would be more 
time for writing and teaching 
which he loved to do. Well, he 


tried it and here’s what happened 


In attempting to become a_ re 


8 


laxed SPECIALIST he gradually 
learned that he was slowly losing 
the common touch the real 
FEEL of being IN real estate. In 
stead, he was just a part of it. Let 
me explain more fully. 

After a two year divorce from 
management he found out that 
when he needed factual informa 
tion regarding storeroom rents, of 
fice space rentals or almost any 
thing else regarding income prop 
erties he had to go around mooch 
ing such information from those 
still in the business and knew 
what was going on. He was deal 
ing entirely in hearsay evidence 
His clients employed him in ap 
praisal work to find out what HE 
knew but, honestly, what he gave 
them was what SOMEBODY 
ELSE knew because he wasn’t ac 
tually close enough to the man 
agement business to have a real 
knowledge of it 

The same thing happened with 
regard to brokerage. In concentrat 
ing almost wholly on appraisal 
work, of which there was an ample 
volume, he began to see, as he did 
with management, that he didn’t 
have the feel of being with and 
working on deals with customers 
Oh, sure, he could get comparable 
sales data from a hundred friendly 
sources but that wasn't at all like 
having it stored away in the deep 
recesses of his mind and memory 
such as was the case when he was 
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active in that kind of work him 
self. And so, he found for a second 
time, that in his appraisal work 
he was turning in the half-baked. 
warmed-over opinions of others 
rather than his own sound judg 
ment 

To tell the real truth, while the 
relaxed, specialized way of doing 
things left some extra time for 
other, non-related things (speak 
ing, writing, travel and so forth) 
it also left this fellow lonesome for 
the REAL ESTATE BUSINESS 
He was slipping out of it and 
didn’t know it. Why? 

Well, the real estate business 
means ALL OF IT. Not just a lit 
tle dib here and a little dab there 
It means an entire, well integrated 
program, a well rounded and bal 
anced activity such as will keep 
the person engaged in it intimately 
acquainted with every phase and 
not make of him (or her) a de 
pendent beggar of information. 

Now, to get on with the story 
here’s what he did about it. He 
began to un-relax a little bit. Now 
I don’t mean that at his advanced 
age of 50 he started out with his 
jet wide open as he had done when 
he was 30. Not at all, and one 
doesn't have to do that to keep in 
touch. Here’s how? 

When he started up again after 
the semewhat slovenly semi-retire 
ment and in the opening of his 
new offices he took on three 
things: 

Some management 

Some brokerage 

Some appraisal work. 

With management he limited it 
to 500 properties, houses, stores, 
offices, apartments. A wide variety 
of typical properties. He began to 
KNOW again. He saw and spoke 
to tenants. Knew their problems 
He knew without asking anyone 
what the state of the rental mar 
ket was, how vacancies stood and 
all the rest of the details so essen 
tial to appraisal work. He used to 
manage 2,000 properties. Now five 
hundred will keep him in touch 
just as well and without 
the motor. Get the 
sure you do, 

With brokerage; well, the very 
same program. He has a rule that 


racing 
point?) I'm 
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not a month goes by that he 
doesn’t list and sell at least one 

or not more than two prop 
erties. What does that do? Same 
thing, of course. He again sees the 
gleam in the buyers eye, the joy 
brought to a family where he has 
helped them achieve home owner 
ship 

He hears their discussion of why 
they can’t do certain things and 
why they can do other things. He 
is beginning to know again. And, 
it is the same with sellers. He is 
beginning to know again why they 
will not sell for a certain figure 
when, by his appraisal methods 
his suggested listing price is close 
to value. He learns first hand what 
type of investors are in the mar 
ket and what they want thei 
money to earn. His investment 
tables (Inwood and Hoskold—used 
in appraisal work of investment 
properties begin to take on real 
meaning and aren't just a long 
string of figures on a chart 

By now you must be saying to 
yourself; “What's all this mean? 
What's he driving at?” I'll tell 
you 

Don't lose the common touch 
Sure, you can slow down and give 
more time and attention to one 


Keeping A Workable Listing File— 


Beir are almost as many systems for keeping a 
record of listings as there are real estate offices 
and each system has its own merits. Your system 


phase of our business than the 
other but don’t get a complete 
divorce from all of it EVER 
Stay in management enough to 
keep you in touch with rental 
conditions in your community 
Surprisingly enough a_ limited 
management account will NOT 
consume too much of your time 
and can, if properly handled, pay 
ALL the expenses of a modest 
office. (This fellow is “one man” 
and a top flight secretary) A limit 
ed amount of brokerage will do 
the same. Only list properties you 
have truthfully analyzed and 
either take them at a price you 
know they will sell for or DON’T 
TAKE THEM. Don’t go for vol 
ume go for quality. Efficiency 
rather than whoopin’ ads and huge 
staff of sales people to oversee 
The income from that source, add 
ed to the limited management ac 
counts will MORE than pay the 
expenses and leave a little over 

Jest of all, the management and 
the brokerage, limited as it is, will 
bolster your appraisal work to the 
point where instead of hoofing it 
around to others who KNOW, or 
having to call them for informa 
tion, you'll have it right there in 
your own files. Your valuation re 


should be as simple as possible and completely under 
stood by everyone in the office Here is an effective 
method of record keeping used by Edmond To 
signant of Fitchburg, Massachusetts 

Fach listing is typed on a file card which contains 
only the essential information concerning the prop 
erty. Three copies of the card are made, one for a 
photographic wall display which contains a picture 
of the property on one side of a_plastic-covered 
card and the file card on the other; another for the 
master file and another for the visible recorder in 
dex. The listing card is filed in the recorder index 
according to type of property and price range 

After the property is sold, the original listing is 
kept with the individual sales folder for a permanent 
record, The sales card and picture are removed from 
the wall display and placed in an appraisal file for 
future use in re-selling or appraising the property 


Edmond Tousignant uses this 5 x 7 card with plastic cover for 
displaying photographs of his listings. On the reverse side is a 


copy of the listing card with pertinent property information 
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ports will sparkle with clarity and 
sound detail. No more of this busi 
ness of stating that “the best local 
authority reports that comparabl 
sales are thus and so” or, as i 
sometimes mecessary rents of 
local office space or second grace 
store room locations range from 
such and such to thus and so.’ No 
sir. You can say it right out 
‘From my personal experience in 
selling such and such comparable 
property on the current market | 
can inform you as follows or 

“recent rental trends for apart 
ments such as under consideration 
indicate a downward movement 
Propertie under my management 
indicate such a trend in recent 
months.” That's it, isn’t it? 

If you need or want an axiom 
here it is: “BE A SERVICE STA 
PION FOR REAL ESTATE.” You 
owe it to real estate, to yourself 
and to clients who need help 
Don't get lonesome. Stay in the 
picture and KNOW 

Oh, yes, I ought to tell you who 
he was, oughtn’t I? It wa 
Karl B. Teckemeyer. No longer 
lonesome and doing an appraisal 
management and brokerage busi 
ness at the same old stand. It tool 


me 32 years to find this out 




















Improve Your “ 


By H. J. LUDINGTON 


Mortgage 


Rochester, 


| UTLDERS, brokers and buyers 
of residential real 
throughout the nation swing into 
this buying season with confidence 
that 1955 will be another ban 
ner year for new construction and 
the sale of existing homes 

In 1954, new home starts totaled 
1,200,000. Home building at thi 
rate should continue in 1955. The 
high level of production generated 
in the last few months of 1954 i: 
being maintained in the early 
months of this year. While it 1 
believed that this rate may level 
off somewhat during the second 
half of the year, it is a reasonable 
prediction to make that between 1 


estate 


200,000 and 1,400,000 houses will 
be constructed during 1955 
Naturally the activity in the 


existing real estate market follows 
closely the trend of new starts and 
we can therefore look for high 
volume in the sale and resale of 
older homes 

Fulfillment of this optimistic 
outlook is dependent chiefly upon 
the availability of a 
flow of mortgage financing 
lifeblood of any 
action 

Although there are a few clouds 
on the bright horizon of “easy 
money,” it appears that there will 
be sufficient mortgage funds avail! 
able this year, but the cost of such 
funds is somewhat higher 

In the past three months, there 


satisfactory 
the 
real estate trans 


Specialist 
New York 


has been some tightening of the 
mortgage market, with several 
large lenders resting on their oars, 
but there vast sums in the 
hands of lending institutions and 
only an abrupt change in invest 
ment pattern would make for any 
loaning in 1955. The factors to 
cause such an abrupt change do 
not seem to exist in the current 
money market 

However, lending institutions 
are being more selective due to 
the tremendous supply of mort 
gages and the discounts are great 
er than a year ago, particularly on 
low-equity VA mortgages 

As a mortgage broker, it is our 


are 


function to assist Realtors and 
builders in obtaining mortgage 
financing for the homes they 


build and sell. This is an important 
function in our opinion and it is 
believed that more Realtors can 
benefit greatly by working through 
qualified mortgage brokers 

In order that the mortgage 
broker can be of maximum bene 
fit to the Realtor in’ obtaining 
sound financing, it is essential 
that real estate brokers and sales 
men have a good working know 
ledge of the mechanics of loan 
processing 

Fach lending institution 
different policy of mortgage in 
vestment, depending upon the 
size of its portfolio, its past ex 
perience sal even the se up of 


has a 


You should have a good working knowledge of the mechan- 


ics of loan processing. Get to know more about the basic stand- 


ards of evaluating mortgage risks, and you'll save yourself grief. 


This nationally-known mortgage broker lists some sound principles. 


40 
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Qualifying” 


It is of vast 
importance to you to learn the in 
vestment policies of the various 
lenders with whom you may deal 
It is also important that you deal 
with more than institution 
This is not to say that you should 
not be loyal to a lender who has 
handled your mortgages satisfac 
torily, for we feel that such loyal 
ty is vital. However, lending 
policies often change over-night 
and it is well to have contracts 
with more than one institution 

As you undoubtedly know, each 
lending institution has its own 
standards or criteria for mortgage 
lending and it is greatly to your 
advantage to know and understand 
their requirements. To give you 
a yard-stick of average minimum 
criteria in evaluating mortgage 
risks, here are a few of the stand 
ards generally established 


its board of directors 


one 


Income 


of course, the most 
important item to be considered by 
any lender. As a quick rule of 


thumb, the applicant should have 


Income is. 


a gross weekly income at least 
15% greater than his monthly 
mortgage payment. His monthly 


payment, of course, includes taxes, 
hazard insurance, principal and 
interest and any 
ments 

For example: Let’s assume the 
monthly payment will be $80. The 


spec ial assess 


gross weekly income must be at 
least $92 

In most cases. you must sub 
tract from weekly income the 


amount required to pay other time 
loans, such as cars, television sets, 
furniture, etc. Of course, if the 
balance of time payments is small, 
with only a few payments remain 
ing unpaid, due consideration will 
be given Also. some banks will 
allow automobile payments, as 
they feel a car is necessary to daily 
life 

Overtime is usually given some 
consideration, but bonuses are not 
allowed unless they are long-estab 
lished bonus plans. Income of the 
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echniques 


wife is given no consideration un 
less she is beyond child-bearing 
age and has been steadily employ 
ed for a long period of time 


Credit History 


Another major criterion in eval 
uation is the past credit record of 
the applicant. The ability to judge 
a man’s credit report is one that 
takes a great deal of experience 
This seems to be a favorite stum 
bling block for the average Realtor, 
as some of the reports submitted 
to us would indicate that the Real 
tor has given little time to analyz 
ing the report 

For example, it is foolish to sub 
mit a report which shows un 
satisfied judgments. It is difficult 
to get credit approval when judg 
ments of any kind are indicated, 
but it is, of course, an absolute 
impossibility when the judgments 
have not been cleared. When judg 
ments are indicated, a complete 
explanation should be given for 
each one. Often there are extenu 


ating circumstances and _ these 
should be outlined in detail 
This is also true of any other 


problems indicated on the report. 
such as slow payments, domestic 
difficulties, police reports, ete 

The real estate broker or sales 
man can save himself or herself 
valuable time and energy if he will 
take the time to make a proper 
analysis of the applicant's income 
and credit history. There are some 
border-line cases that can be con 
sidered but it is gross inefficiency 
when the indications clear 
that the applicant does not meet 
minimum requirements 


Application Form 


Each lending institution has its 
own printed application form for 
conventional loans. and FHA and 
VA_ applications standard 
These were printed to be filled out, 
and it is important that they be 
completed in full. When half the 
information is omitted, time-con 
suming telephone calls are neces 
sary and in many cases, the ap 


are 
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Qualifying a prospective home buyer takes a knowledge of sound financing principles 


Here are some of the statistics on a recent home sale underwritten by our author's 
company. Selling price of the house is $12,583 including closing costs. Loan is $11,500 
at 414% for 30 years. Monthly payment including interest is $58.28, With an income 


of $583 a month and small personal debts, this veteran is wellqqualified for loan 


plication is returned to the broker, understands that even though the 


government is insuring the mort 
required to keep the 
Believe it or not 


when de 


causing several days’ delay 

A prope! 
ing a clear photograph of the prop 
erty is of great help to the lend 
er and will assist him in expedit 
ing his decision 


yage, he i: 
current 
have 


presentation, includ 
loan 
there 
linquent mortgagors have expre 


ed the belief that the government 


been case 


, protected them against fore 
Appraisals closures even if they failed to 

In these days of government make their payments 
guaranteed and insured = mort The mortgage broker can render 
gages, the appraisal of the prop a most valuable service to the 


erty to be mortgaged has lost some builder or Realtor by advising 
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of its emphasis, but it is still im 
portant to use your good judgment 
in appraising properties before 
making applications 

One of the most important fune 
tions of the real estate broker is to 
advise his client in detail of the 
type of mortgage he is getting. For 
example, it is well to explain to 
your client exactly what an FHA 
VA so that he 


or a mortgage 1s, 


July 


1955 


him on current mortgage market 
condition changes in lenders 
government regula 

















poli w and 
tions 

The mortgage broker when sup 
plied with complete and accurate 
information can perform a very 
useful service to every Realtor 

The turn be of 
yreat service to himself by obtain 
proper 


tealtor in can 


factual information 


vy 
ing 


HAT KIND of a man is Eu 

gene P. Conser, the Califor 
nian who has been selected by the 
National Association of Real Es 
tate Boards to become its executive 
vice president on September 1? 
What is his background, his ideas 
to foster the continued growth of 
one of the nation’s largest trade 
associations? 

After three hours with Gene 
Conser, the personable executive 
secretary of the California Real 
state Association, we appreciated 
more fully the opinion expressed 
by a prominent California Realtor 
“Gene has done our state associ 
ation a world of good because he 
has the public’s interest at heart. 
Consequently, he has built tre 
mendous confidence in Realtorism 
We hate to lose him.” 


A Real Counselor On Legislation 

California Realtors heap special 
praise on Conser for his legisla 
tive abilities. Rather than being a 
lobbyist, state legislators consider 
Conser to be a counsel on bills per 
taining to real estate. So highly is 
he regarded by legislators that he 
once was offered an honorary 
membership in the state bar as 
sociation 

Asked about his with 
legislation, Conser said, “It seems 
to me that you must carefully lay 
out legislation in which you have 
an interest and determine whether 
it can be justified as a matter of 
public policy 

‘Two bills, now on the California 
governor's desk for signing, are 
illustrative of how Conser and his 


SUCCESS 


32 


An interview with the man just chosen as executive vice president 


of NAREB shows he has exceptional qualifications and background 


in legislation, real estate education, license laws and economics. The 


personable Californian’s major goal will be to expand home owner- 


ship “to at least 807 of our nation’s families.” 


state’s Realtors are striving to pro 
tect the public and lift their own 
professional standards, One bill 
makes it mandatory for anyone 
entering the real estate business 
to take an examination for a one 
year license. At the end of that 
year, the licensee must pass a 
much more difficult examination 
in order to have his license renew 
ed. If the applicant passes, the li 
cense is renewed for four years. 
If he fails, he is given a one-year 
renewal and must pass the test 
the second time to hold a license 

Conser explained it this way 
‘We have many ‘vest-pocket li 
censees’ people who pay a cou 
ple of dollars, pass a test, and are 
given a real license. And 
they can renew it year after year, 
perhaps only practicing real estate 
when the idea strikes them. The 
new bill, in addition to the ex 
aminations, will require that a 
salesman pay $30 and a_ broker 
$50 for a four-year license. Of the 
more than 100,000 licenses now, 
will out about 30,000 
of these vest-pocket licensees, And 
I doubt if more than 20% of the 
new people taking the first test 
will Fs ide to take the second.” 

The other bill, prepared by Con 
ser and the California association, 
working with the attorney-general, 
puts teeth into a law to curtail 
malpractices in the mortgage loan 
business. Conser said he found 
cases of mortgage loan “sharks” 
charging 100% for loans. “Not 
only were they bilking the public 
but they were giving the real es 
tate profession a black eye.” 


estate 


cost force 
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Legislative counseling, however, 
is only one of Gene Conser’s abili 
ties. “Education work is equally 
interesting and important,” says 
the Californian. “In the Fall of 
each year we plan about 17 sales 
conferences which we put on in 
various parts of the state in April 
It’s an intensive program and it 
helps keep our Realtors abreast of 
the newest developments in the 
real estate business.” 

A graduate of UCLA, with eco 
nomics and pre-law as a_ back 
ground, Conser recognizes the im 
wortant part education plays in 
ifting real estate standards. He 
was instrumental in establishing 
a close liaison with the University 
of California to promote real es 
tate education. Each year a ce 
tain amount of money is allo 
cated to the university from the 
Division of Real Estate funds for 
real estate education on the cam 
pus, extension 
search, 


service, and 4 


Journalistic and Financial Background 

Talking with Conser, we were 
impressed by the man’s convi 
tions, the orderly, easy way in 
which he answered our questions, 
and his aptitude for work. Much 
of this stems from his early back 
ground. Born in Minneapolis, he 
started as a youngster working as 
a “printer’s devil” in the news 
paper offices run by his father 
After attending the University of 
Minnesota one year, he transfer 
red to UCLA, earning his way 
through school as manager of the 
college newspaper and also as a 
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man NAREB selected 


reporter for the Hollywood-Citi 
zen. He also tried his hand at sell 
ing real estate on Sundays. That 
was back in 1923. “I was selling 
out in the San Fernando Valley 
It was just country then. But you 
can’t learn real estate on a part 
time basis, so I gave it up in favor 
of my studies.” 

After college, Conser became as 
sistant financial editor of the Los 
Angeles Evening Express. “The 
title sounded good,’ he laughed 
‘Actually there was only the edi 
tor and myself.” 

This experience got him a¢ 
quainted in the financial district 
and later he took charge of the 
Los Angeles office of Pacific Fi 
nancial Publications. Then came 
the market crash of ’29. “Financial 
institutions concluded that a re 
versal of the downward trend had 
to come through rental property,’ 
he recalled. *‘These institutions 
needed information on _ rental 
rates, vacancies, foreclosures, and 
so forth, so we arranged with the 
Los Angeles apartment association 
to survey rental conditions. I acted 
as statistician. That actually was 
my start in real estate through 
apartments.” 

In 1934, Conser was appointed 
secretary-manager of the Apart 
ment Association of Los Angeles 
County. Two years later he helped 
form the California State Apart 
ment Conference and made his 
first appearance before the state 
legislature to fight against the pub 
lic housing bill of 1937. “ We de 
feated it once,” he said. “Then the 
governor called a special session 
and the bill was passed. That was 
the start of public housing in Cali 
fornia.” 

Apartment owners then set up 
an office in Washington and turn 
ed that over to Conser in addition 
to his regular duties in California 
For two years he commuted be 
tween Washington and Los An 
geles, then gave it up in 1945 to 
focus attention on the state and 
local organizations until he was 
called by the California Real Es 
tate Association to become its ex 
ecutive secretary in 1947 


Will Miss His Friends 


Is Conser pleased with his 
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appointment in the national as 
sociation? He says yes, although 
he regrets having to leave his 
many friends in California 
‘NAKEB has made tremendous 
strides under excellent leadership, 
but we still have a big job ahead 
of us.” 

Conser said that much of his ef 
fort will be directed toward con 
tinued expansion of individual 
home ownership We can be 
proud that 50% of our nation’s 
families own their own homes. 
Our objective will be to bring 
home ownership within the reach 
of at least 80% of our families.’ 

Asked how he thought this 
could be accomplished, Conser re 
plied, “We need to retain FHA 
and VA forms of insurance so that 
downpayments can be kept low 
Ihis is necessary to spread home 
ownership to the wage earner gen 
erally. And I can’t stress enough 
the importance of our Build Amer 
ica Better program. We have to 
find a way tor middle-income fam 
ilies living in the hearts of cities 
to be able to acquire an equity in 
a home rather than renting. I 
we're going to redevelop the core 
of our cities, we can’t substitute 
industrial and commercial prop 
erty alone. We have to have in 
dividually-owned homes brought 
about by proper financing and not 
public housing. My 80%, figure 
can only become possible when 
moderate income families Can own 
a unit of housing in a multi-unit 
building 

The entire Build America Bet 
ler program is tremendously im 
portant in both its primary phase 
redevelopment of existing slum 
areas and neighborhood rehabilita 
tion. We have to show that the 
program is practical. Local condi 
tions and laws demand extensive 
study to develop a variety of pro 
posals that can be adaptable 

Does believe that cur 
rent real estate financing is on a 
sound basis? “It seems to me that 
existing forms of insurance of loan 
for home ownership are here to 
stay. With modifications and im 
provements they can be expected 
to be applied to changing condi 
tions. I’ve had considerable experi 
ence with no-downpayment, 30 
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year loans and I feel that they ar 
sound,” 

On the subject ol overbuilding, 
which has been hitting the head 
lines lately, Conser expressed the 
thought that we are not building 
too many homes but that there 
may be cases where we are con 
structing too many houses in cet 
tain price ranges in certain areas 

Even with our government part 
nership in financing, the law of 
supply and demand continues to 
operate. Realtors and builders are 
watchful of this. The housing mat 
ket has teady for the past 
three years. It hasn't risen on fall 
en sharply except in some iso 
lated instances on a local basis.’ 

Returning to the subject of li 
cense laws, the new executive vice 
said, “I consider ade 
quate license laws to be a neces 


been 


president 


sary adjunct to raise our business 
to a professional level. We can't 
rely Code of Ethics alone 
I can foresee the day when license 
law the country will be 
uniform and most states will grant 
recipro al rights 


on our 


all over 


No One Problem Is Outstanding 

What is the most important 
problem facing NAREB? Conser 
I don't know that there 
is any one problem which is most 
important or that | would be in a 
ingle out now. How 
I think one of our major jobs 
is to help the individual Realtor 
better understand how to conduct 
his business so that he obtains pub 
lic acceptance to the same extent 
as that accorded the accepted pro 
fession 

Asked to what he attributed hi 
California 
and his new appointment, Conset 
singled out hi Helen, for 
special praise been an in 
and enjoy 
working and being with Realtor 
as much as I do.’ 

Conser will leave his present po 
sition at the end of July for a 
month’s vacation before taking 
new dutie 
their daughter 
make their home in 


answered 


position to 
evel 


ucce as secretary 
wile, 
She's 
valuable aid to me 
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Paula, will 
uburban Chi 
Dick, will re 
main in California where he is at 
tending Stanford 


overT hi 
and 
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Community facilities problems are enormously 
complex. But you can simplify them by planning 
carefully and by getting expert advice on technical 
problems before you plunge into new projects. 


( UR CITIES have growing pains. There is little 
| ole land within the city limits. Population i: 
increasing by leaps and bounds. Land prices and land 
development costs are rising rapidly. Increasingly. 
land must be developed in outlying areas where it 
is more difficult to provide community facilities 

This is not new 

It may be new, however, that there are remedies 
being discovered for the growing pains of the metro 
politan areas, Before reporting on some of these 
remedies, let's look at the rate and direction of 
growth. Krom 1940 to 1950 we had the largest abso 
lute population increase of any ten-year period in 
American history. Of that increase, 830% occurred in 
tandard metropolitan areas. Growth in the central 


CITY FACILITIES PROBLEMS 


By RALPH J. JOHNSON 


cities was only about 14%, while in the urban rings 
the increase was almost 35% 

‘The rate of growth in the rural portions of the 
suburban rings greatly outstripped the rate of growth 
in the urban portions of those rings. In 1940. the 
rural rings of the standard metropolitan areas had 
one-tenth of the population in the United States, but 
received more than one-fourth of the total popula 
tion increase from 1940 to 1950. As Realtors and 
builders you are personally familiar with this trend 

No doubt you have been faced with spec ific piece 
of the technical problem of providing community 
facilities for new housing developments. Of course 
immediate solutions to these problems must be found 
to continue to provide new homes for our increasing 
population, On the other hand, this attack on the bits 
and pieces of the problem is like the treatment of the 
symptoms of the ill it does not provide for a long 
range solution to the basic causes of these probl mis 


The Planning Pitfall 


In large measure the ability to satisfy long range 
demand for home ownership will depend on the de 
gree to which the basic organizational and financial 
solutions to the chronic problems of community 
growth are obtained, This is not to say that we must 
be obsessed with city or regional planning. Helpful as 
they may be for their own sake, plans serve the com 
munity only insofar as there is an organizational and 
financial structure that can make them a reality 

Builders in several areas are sparking the forma 
tion of an administrative structure capable of creat 
ing and carrying out sensible plans for orderly 
development of the sprawling metropolis. For exam 
ple, the Montgomery County Home Builders As 
sociation of Dayton, Ohio, has recently adopted a 
statement of policy regarding this problem, They 
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have said that a new type of local administrative 
body must be developed; and “that it must be an 
administrative unit with a broad economic base with 
the legal authority to design and construct com 
munity facilities, to raise the necessary funds, and to 
levy taxes to meet the incurred obligations.” 

With a local organization structure such as they 
envision, it should be possible to act intelligently 
on the overall problem. With such a structure, the 
technical solution to the bits and pieces will become 
apparent. You know what I mean if you have been 
building a new development and dealing with six 
or eight different governmental units. Similar situa 
tions were confirmed by a study of the bureau of 
Public Administration of the University of Califor 
nia in 1953, which revealed a variety of methods 
for rendering public services in unincorporated areas 
The question may be asked: Does it have to be this 
way? 

Actually, better methods for supplying facilities 
and services are now being used. Annexation of large 
areas by the central city as the fringe becomes urban 
ized is an important method of providing an ad 
ministrative organization for dealing with these prob 
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lems. Such annexation relies on sound financing abili 
ty and development well balanced between residen 
tial, commercial and industrial usage. Effective an 
nexation of this type involves comparatively large 
areas of land, only small parts of which are currently 
developed, but most of which is suitable for develop 
ment in the forseeable future 


Three Different Solutions 

Cities also go in for limited annexation of specific 
areas. Residents in the annexed area are given limit 
ed voting rights and get facilities and services from 
the central city on a fee basis. Cities also use extra 
territorial powers pertaining to zoning, subdivision 
regulations and construction codes. These powers ex 
tend as much as two to five miles beyond the city 
limits. Furthermore, cities and counties organize spe 
cial-purpose districts such as a sanitary district. Since 
such districts tend to solve only a single problem 
many central communities discourage them 

Still another method is for pieces of the fringe area 
to incorporate as small cities. This method is criticized 
on the ground that it is not a satisfactory long-term 
solution and may, in fact, actually hinder the overall 
treatment of the problem. Then, there is always the 
possibility of the sale of city services to the fringe 
area but the sale of city services is a controversial 
measure with doubtful long-term value. Such sales 
appear to delay annexation, require difficult con 
tractual arrangements, and provoke sharp issues over 
equitable sharing of costs 

These are only a few of the methods which some 
communities are using to provide adequate facilities 
for new housing. They are not ideal. They are not 
intended as models for widespread adoption, but they 
do suggest that there are methods for organizing ef 
fectively to serve metropolitan growth 
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‘With respect to sewerage facilities ‘half a loaf’ 


is not better than ‘no loaf at all.’ If an area cannot be 


developed in a safe and sanitary manner, it should not 














be developed al all 






In the meantime we may well ask: What about 
the solution to current specific problems of water and “The 
sewerage facilities? Even after the metropolitan " 
area has a well laid plan for long-term growth, there lems is to prevent them 

are no readily available methods for financing today 
the extra cost of the four-lane highway rather than 


best way to solve sewerage and water prob- 


the residential street, or the 15-inch rather than the “Sanitary engineers . have one com- 
t-inch water main that w ve neede ‘TOW 
. hat will be needed tomorrow mon complaint frequently they are 
It is true that the nation is facing — today in a few '" 
areas and tomorrow in many areas a critical water called in to assist after it is too late. 








resource shortage. However, insofar as can be deter 
mined today, water supply is much less of a headache 
to the builder than sewerage facilities. For example, 
it has been estimated that currently about ten times 
as many FHA insured homes have private sewerage 















disposal systems as have private water supplies ing organizations has worked out a plan which pro 

With respect to sewerage facilities, two basic points tects the buyer, lender, and builder and assures prop 
of view are held generally by sanitary engineers in er installations. The plan allows the builder to lo 
governmental agencies. First. they agree that indi cate a piece of land, take a short-term option on that 
vidual water supply and sewage disposal systems are land, and obtain the assistance and prior commit 
hasically appropriate only for semi-rural areas where ment of the county health department with respect to 
lots are about half an acre or larger. Of course, this water, sewerage and drainage facilities before he 
is on the premise that community systems will not closes the deal. Such an arrangement, of course, has 
eventually become available; for such low densities its base in respected mutual confidence. As a guiding 








principle, the builders should seek prior assistance 

from the engineer in the local health department li 

fore they are committed beyond the point of retreat 

‘ ’ Builders who are undertaking large development 

CAN BE SOLVED! have found that the advice of consulting sanitary 
engineers, experienced with the design and construc 

National Association of Home Builders tion of small water and sewerage systems, has been 
helpful. There are a number of small as well as large 

firms that are competent in this field. Engineers in 

state and local health departments and in the field of 
































make the cost of community facilities almost prohibi fices of the FHA are eager to assist land developer 
tive. Second, they believe that in defense of public in obtaining such qualified help. Another guiding 
health and, incidentally, the developers’ reputation, principle then, is to get the help of consulting sanitary 
a “half a loaf” is not better than “no loaf at all.” In engineers when developing outlying areas. Experi 
other words, if an area cannot be developed in a safe ence has shown that they can not only reduce the 
and sanitary manner, it should not be developed at risk of failure but in the long run, save money 
all. This does not mean that they are arbitrary or re In general, connection to the central city water 
fuse to work with a difficult problem. Rather this is and sewerage system is usually the most desirable 
a point of view and conclusion reached from long ex long-term arrangement, If this is not possible, the 
perience small community system is for the most part prefer 
Limitations of Septic Tanks able to individual water and sewerage facilities. It 1 
usually inost desirable for all concerned to have the 
Contrary to widespread belief, the effluent from community system owned and operated by a publi 
septic tanks is not pure. From one-fourth to one-half agency. However property owners’ associations may 
of the organic matter going into the tank comes out operate such systems. Then, too, the builder can 
into the absorption field in the form of fine particu manage the system as a private enterprise. A state of 
late matter. This can readily clog the soil. Speaking ficial in Florida reports the case of a 200-lot sub 
of bacteria, it is true that millions are retained in division where, with combined water and sewerage 
the tank but millions go out. The effluent is not safe as low as $5.00 per house per month, the developer 
Unfortunately. our knowledge of soil mechnics, bio obtained a sound return on his investment 
chemistry, climatology and hydrology is not ade There are many sources of help with the problem 
quate to always make a precise distinction between of sanitary facilities. All told there are about 850 
those areas where septic tanks will or will not work professional sanitary engineers in State nealth depart 
[ests may indicate that the soil is suitable for sub ments. In addition, there are about 1400 full-time lo 
surface sewage disposal from one house, yet even in a cal health departments that have almost 400 pro 
sandy loam area, failure may occur when several fessional engineers and more than 3,500 professional 
hundred houses with subsurface sewage disposal are anitarians who are only too glad to help to prevent 
placed in the area. In short, the septic tank is ap hazards that may haunt them and you in the future 
propriate for use as a permanent solution for urban The FHA also has engineers ready to assist you with 
type developments only under certain conditions these problems, but frequently they are called in to 
The best way to solve sewerage and water prob assist after it is too late 
lems as is true with most problems is to prevent The short-term solutions to the bits and pieces of 
them. This has been done simply by following some these problems can be found if early advice is sought 
basic principles. For example, in one urban area However, the challenge is to seek out and to put into 
where sewerage and drainage problems are particu effect the administrative and fiscal organization that 
larly acute, the engineer in the county health depart will make it possible to grapple with the overall prob 


ment in conjunction with builders, Realtors and lend lem on a long range basis 








NATIONAL Rea Estate AND BuILDING JouRNAI July, 1955 a5 















Plan — Tailor-made 


When you want to set up a syndicate for purchase of income- 


producing property, you no longer need to limit it to persons of 


high income. Here’s a workable plan that brings the benefits of in- 


vestment real estate to persons with as little as $500 to invest. 


By CARLYLE DAVIDSON 


Real Estate 


Analyst 


New York City 


1)’ ERYONE in real estate 
4 knows that the syndicate 
method of financing real estate 


sales is not by any means confined 
to large investors. In many moder 
ate-sized cities brokers have been 
quite alert to the fact that if a 
property could be had for, say, 
$25,000 above an existing mort 
gage, a deal could be closed by get 
ting together four or five investors 
having $4,000 or $5,000 each 
Until recently, the investor who 
had $500 or $1,000 or who did 
not wish to put all of his $5,000 
or $10,000 into one basket could 
take part in the earnings of in 


18) 


vestment properties only by buy 
ing stock in corporations set up for 
that purpose. Examples are the 
General Realty and Utilities Com 
pany and the City Investing Com 
pany, of New York, whose com 
mon stocks are listed on the ex 
changes 

To many investors such indirect 
ownership of real estate has been 
safe and remunerative. But there 
are disadvantages. Compared with 
direct ownership, there is no ear 
marking of funds for a particular 
property. To enjoy an interest in 
certain desired properties, inves 
tors may find funds going into 
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An offering brochure is important to the 
success of this plan. It should contain a 
description, location and picture of the 
property. It should give property analysis, 


appraisal, estimated income, other facts. 


some for which they have less en 
thusiasm. Also, the corporation’ 
cost of doing business must obvi 
ously stand between the investor 
and the net rental income of the 
wroperties owned. And there may 
ye adver se federal income-tax con 
siderations 


Here’s A New Plan 


But now the syndicate umbrella 
can be spread to cover the very 
small as well as the moderately 
small investor. The plan is that of 
a lawyer and real estate invest 
ment specialist named Albert 
Mintzer of 55 Broadway, New 
York City. His experience has 


proved what everyone might su 
mise the first few years are the 
hardest. Operating as the Small 
Investors Real Estate Plan, Inc 

he has acquired six properties in 
the New York metropolitan area 
valued at prices aggregating $1. 
(99.575. This total is for the a 

count of 307 small investors whose 
interests range from $500 to $12, 
000 each. Also, Mintzer has set 
up the nucleus of an exchange in 
which certain investors can sell 
their fractional titles, in most 
cases at a substantial profit 


Select Properties Carefully 


As a matter of policy, the SIRE 
Plan has selected only those prop 
erties which have but mort 
gage equal to no more than ap 
proximately 50% of value, and 
where after meeting all the 
fixed and operating charges the 


one 


rent roll would be sufficient to 
throw off to the title holders an 
annual cash income of 10% or 


more, plus capital accumulation 
in the form of mortgage reduc 
tions on the properties owned 
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Here is how it works: Upon 
contracting for the purpose of a 
property, an estimate is made as 
to probably title examination and 
insurance fees, recording fees, at 
torneys’ fees and other acquisition 
costs, and a proper funding fee for 
the underwriter. These are added 
to the purchase price to determine 
the figure at which the property 
is to be offered to the public. An 
offering circular is then prepared 
and submitted to the regional of 
fice of the Securities and Exchange 
Commission. Although offerings to 
date have been below the $300,000 
level which would require a full 
dress SEC registration, an affiliate 
of the SIRE Plan is registered as a 
security broker-dealer and under 
writer with the Commission 

The offering circular gives a de 
scription of the property, with a 
picture and plot diagram, a break 
down of rent roll and fixed and 


operating charges, including suita 


ble reserves for contingencies. It 
includes a statement as to the 
mortgage indebtedness, the inter 
est and amortization rates and 
date of maturity. Other items are 
the consequent estimated annual 
cash income after amortization 
and capital growth as a result of 
mortgage reduction plus the ex 
tent to which the last may be off 
set by depreciation for income tax 
purposes. Information also in 
sai the source of the appraisal, 
an analysis of the property’s eco 
nomic future and a detailed state 
ment as to the distribution of the 
offering’s proceeds 

Participation is offered on the 
basis of “units of ownership” or 
fractional titles, at $500 each, with 
the understantling that each 
owner will receive a title insur 
ance policy reflecting the amount 
of his interest. Those wishing to 
participate fill out an application 
stating the number of units de 
sired and forward it with a check 
in full payment, which is placed 
in escrow with a national bank 

They are then sent a purchase 






agreement, with copies of the legal 
instruments involved. which are 
a yproved by each investor prior to 
closing. Title to the property is 
taken by two trustees who, acting 
under a lengthy and comprehen 
sive declaration of trust, are di 
rected and empowered to perform 
certain functions for the owners 


Prime Lease — Key to Efficiency 


As it would be too cumbersome 
indeed to send every tenant’s re 
newal lease to 75 or 100 owners 
for signature, the trustees execute 
a prime lease coupled with a man 
agement contract in favor of the 
SIRE Plan Management Corpora 
tion. Under the arrangement this 
corporation exercises full owner 
management functions which 
it receives standard management 


for 


rates 

For theu the trustees 
divide 1% of the gross rentals. If 
the net cash income falls below a 


services, 






or Small Investors 


stipulated annual percentage, the 
trustees are empowered to cancel 
both the prime lease and the man 
agement contract and make such 
other arrangements as their jud 


ou 
p 


ment may dictate. Should an op 
portunity arise to dispose of the 
property to advantage, the trustees 





































proval before closing. 





property 













dard management fees 


Here’s the Gist of the 


1) Estimate costs of acquiring the 


2) Add this to the purchase price 


1!) For their services, trustees split 10% of gross rentals 


may do so for the account of the 


owners after notification, provid 
ed no more than 25° of the own 
ership objects. Each owner re 
ceives a trust deed from the trus 
tees setting forth the amount of his 
interest 

Distribution of net rental-in 
come is accomplished quarterly by 
check. In the case of the six prop 
erties thus far acquired this ha: 
been at the 10% 
annum, any surplus being left in 
the an addition § to 
working capital. Detailed income 
and expense statements, which also 
show capital growth and the ex 
tent to which it may be offset by 
depreciation, have gone annually 
to the owners from certified public 
accountants 

The question naturally arises in 


rate of per 


account as 


many minds as to why alway 
10% rather than 914% or 
103%4% or 11% and the answer 


lies in the fact that the SIRE Plan 
will not accept a property which 
will not yield 10% 


Plan Takes Hold Slowly 


Like any 
anything. 
Plan wa 
on. For its first property 
erate sized 


new method of doing 
the the SIRE 


not too fast in catching 


idea of 


apartment house at 


§37-339 West 48th Street, New 
York diligent sales efforts were 
nece ary to induce ub cription 
of a sufficient number of units of 


ownership required for taking 
title 
Confidence 
as investor grew 
with the Plan 
that of a subscriber for one unit 
at $500 in the West 48th Street 
property, the first offered. The 
same investor acquired four unit 
cost of $2,000 in the 89th 


1rhe reased. however. 
more familiar 


\ typical case } 


at a 





SIRE Plan: 


property 


3) Make up an offering brochure for the SEC 

4) Offer fractional tithe at $500 each 

5) Purchasers fill in form, specifying number of units wanted 
6) Buyer's application and check is escrowed in bank 


7) Each buyer receives purchase agreement, copies of legal instruments for 


8) Two appointed trustees, acting under a declaration of trust, take title to 


9) Trustees execute a prime lease coupled with a management contract 











10) Management corporation exercises owner-management functions, receives stand 











| Acquisition 


539 W, 48th St, 

New York City 

504 BE. 89th St, 

New York City 

12 W. 9th St, 

New York City 
1201-1213 Deer Park Ave., 
North Babylon, Suffolk 
County, LL, N.Y. 

132 Larchmont Ave., 
Larchmont, West- 
chester County, N.Y. 
1372-1378 Lexington 
Ave., New York City 


Total Cash Investment 

Total Amount of First Mortgages 
Total Acquistion Costs 

Total Number of Original Purchases 





Properties Purchased Under the SIRE Plan 





Recapitulation 


The 448 purchases were made by 307 investors. 


of Purchasers | 


| vestment 

| Amount of 
Total Acqui- 
sition Cost 
Original No. 





$ 45,000 § 46,805 5 O1B05 


55,000 24,661 59 661 


140,000 123,058 263,058 


75,000 70,000 145,000 


85,000 123,037 208 037 


140,000 192,011 


_S82pl! 








Street property, the second offer 
ed, and ten units involving an out 
lay of $5,000 in the West 9th 
Street property. Nor was that the 
only phase of snow-balling. Sub 
scribers brought the Plan to the 
attention of their friends. Now 
206 own an interest in one prop 
erty, 55 in two properties, 28 in 
three of the offerings, 14 in four, 
three in five, and one individual 
has an interest in all six of the 
parcels acquired to date, Original 
purchases by the 307 investors 
number 448 

These people are residents in 
more than 120 communities scat 
tered throughout 30 states and the 
District of Columbia, and include 


Rx Fee Appraising 
(Continued from page 25) 


ently the arguments that the prin 
cipal himself cannot present so ef 
fectively because of his partisan 
position, Every appraiser worthy 
of his name is willing to listen to 
new facts. He is anxious to see 
proof of performance that changes 
old rules. He is anxious to admit 
and adjust errors made through 
omission of facts he did not have 
The presenting a fac 
tual story to a reasonable, intelli 
gent individual compared with 
the frustrating fight to overcome 
the inertia of standing rules and 
regulations in government 
should be reason enough to make 
every builder and broker a sup 
porter of fee appraisal. Inequities 
in applying big city rules to a 


ease of 


38 


United States governmental per 
sonnel in Great Britain. 
and Asiatic islands. Investment in 
terest has increased to such a 
point that in the case of the last 
two properties acquired the offer 
ings were materially over-sub 
S¢ ribed 

The disappointment of those 
whose money had to be returned 
became the spark for what now 
bids fair to develop into a useful 
parallel activity a market or 
exchange for fractional titles 
Some of those whose funds were 
necessarily rejected asked about 
opportunities for acquiring units 
in properties already owned by 
small investors, and the SIRE 


Europe, 


small community, or of 
same figures in two com 
munities with widely different 
labor rates, have been headaches 
of the building and _ brokerage 
businesses ever since government 
important a part of 
home financing. The key to flexi 
bility and freedom, without sacri 
fice of soundness and reliability, is 
the experienced fee appraiser 

It is to the interest of the build 
er and broker to join in sponsoring 
private appraisal courses in cities 
where there is a lack of trained 
men. In fact, the builder or broker 
himself should have an under 
standing of the basic principles of 
appraising in order to present his 
case most effectively to the govern 
ment agency or the independent 
appraiser. The names of promi 
nent builders and Realtors who 


using the 


cost 


became so 
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Plan notified its 
owners. 

As a result, during the last six 
months of 1954, units of owner 
ship which cost their original pur 
chasers a total of $12,000 have 
been resold. Eight for which the 
original owners paid $4,000 were 
sold for the same amount; nine 
costing $4,500 brought a total of 
$4,725, a premium of 5%; five 
sold for $2,750, an advance of 
10%; and two brought $600 eac h, 
reflecting capital gains of 20%. 

While the properties so far ac 
quired have all been near New 
York City, the Plan’s managers 
are not confining purchases to that 
or any other one section of the 
country. They have corresponded 
with brokers and others interested 
in varying sections of the country 
who now wish to use the SIRE 
Plan’s copyrighted formula and 
insignia under license. Aside from 
any fee payment, however, such 
arrangements would necessarily 
mean rigid adherence to sound pur 
chase and management policies 

Widespread use of the idea on 
such basis would be welcome by 
the Plan’s pioneers. With a steady 
growth in volume and the possible 
creation of an exchange where 
fractional titles could be readily 
marketed, the ownership of in 
come-producing realty could be 
given such a measure of liquidity 
as to bring about popular accept 
ance of this means for financing 
real estate deals of great size That 
widespread ownership of invest 
ment realty is socially desirable 
goes without saying. 


co-operative 


have recognized the need for ap 
praisal training, and who have 
qualified themselves as appraisers, 
are dotted throughout professional 
rosters. Such training can be even 
more helpful to the small operator 
than to the big builder with his 
powerful organization and access 
to technical advice 

The Society of Residential Ap 
praisers and other professional 
organizations want to see the best 
of appraisal performance every 
where. They are ready to initiate 
training programs under qualified 
sponsorship anywhere. This should 
be one of the first steps in solving 
those of the real estate industry’s 
problems that center on appraisal 
It is a logical move toward making 
the government home-mortgage 
guaranty an even more effective 
instrument of economic democracy 
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By GEORGE F. ANDERSON 


YO-TENANTS may file an a 

A tion to partition whether they 
are tenants in common, joint ten 
ants, life tenants, reversioners, or 
remaindermen, and whether their 
interest is legal or equitable. There 
can be no partition between a life 
tenant and a remainderman be 
cause they are not co-tenants. 

“The partition must be made 
subject to the prior life estate, and 
the premises cannot be sold out 
right in such case without the 
written consent of the life tenant, 
yroved and certified asa deed to 
* recorded.” Walsh on Real Prop 
erty, Vol. Il, pg. 92 

“A widow having a right of 
dower is not a co-tenant and there 
fore cannot bring an action of par 
tition, and a partition of the prop 
erty between co-owners must he 
subject to her dower.” Walsh, pg 
88. 

Naturally a contingent remain 
der cannot be partitioned because 
the estate is not ascertained, or the 
person is not ascertainable and 
perhaps not even in existence. 
Betz vs. Farling 274 Ill. 107 

One must be careful not to jump 
at the conclusion that the remain 
der is contingent, because it may 
look contingent at first blush, but 
on closer examination, it may be 
vested. 

In the case of Gibbs vs. An 
drews, 299 Ill. 510, the testatrix 
devised 100 acres of land to her 
two daughters for life with re 
mainder in fee simple to the heirs 
of their bodies respectively. The 
daughters had four children each, 
but there was no telling how many 
more children they would have. 

At first blush this looks like a 
contingent remainder, but as a 
matter of fact it is a vested re 
mainder, subject to open to let in 
after-born children, diminishing 
the interest of each 

The court said: ‘The first ques 
tion to be considered is whether 
partition could lawfully be made 
of the estates of the life tenants 
with remainder in the share of 
each to their children. Jurisdiction 
to grant partition of lands held in 
tenancy in common is given by 
statute for the purpose of severing 
the respective interests and ena 
bling each tenant in common to 
take possession of, enjoy and im 
rove his separate estate, but it has 
een sania that the statute 
only gives an absolute right to par 
tition where a division of the prop 
erty itself can be made, and in 
cases where there is a life estate 
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When may co-tenants file an action to partition? Can a widow hav- 


ing a right of dower bring an action to partition? Can a contingent 


remainder be partitioned? Is a trustee able to turn over his duties to 


someone else if there are contingent interests? The law says 


with remainder, and the class of 
persons entitled to the remainder 
cannot be definitely ascertained 
until the death of the life tenant, 
partition cannot be had . 

This objection does not exist “in 
this case so far as an actual parti 
tion of the land devised is concern 
ed. Such partition being made, 
each life tenant will have and en 
joy her separate estate, and the 
fact that the remainder in each 
share, although vested as to quali 
ty, is contingent in quantity and 
cannot injuriously effect any right 
of the minors 


TRUSTEE 
l duties over to someone 
with the consent of all 
the living beneficiaries if there are 
outstanding contingent interests, 
and I doubt if it could be done if 
all the beneficiaries were in exist 
ence, and competent 

In the case of Spengler vs. Kuhn, 
212 Ill. 186, an old lady wa 


cannot turn hi 
else. 


not even 
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reason of her year 
and physical infirmities had be 
come incompetent to act as trustee 
and by an agreement of all the 
parties the Chicago Title & Trust 
Co. was substituted 

The court aid 

So far a 
those dutie 


trustee and by 


the performance of 
and the discharge of 
the powe! granted by the will in 
volve the exercise of discretion and 
judgment they are not to be dele 
gated Vierely ministerial dutie 
with the 
the functions of a trustee may be 
performed by an agent and to that 


connected exercises of 


extent, and that only, the agree 
ment is effective 
The children of the testator 


did not take vested interest in the 


property, as we have seen, and 
consequently their participation in 
the 
avails no farther than a 
e toppel against 


hall 


execution of the agreement 
a po ible 
uch of them a 
urvive the termination of 


(Continued on page 41 





Tax Facts 


(Continued from page 6) 


loss. The Commissioner disallowed 
the deduction and the District 
Court agreed with the Commis 
sioner (Cooper Foundation v 
Comm The lease being a dis 
tributable and assignable asset to 
the successor corporation on dis 
solution of the taxpayer corpora 
tion, therefore, had a basis in the 
hands of the successor corporation 
who can write off the premium 
over the life of the lease 








CLASSIFIED SECTION 








AAA-1 rated Jr. Dept. Store Chain will lease or 
buy 75-ft. frontage and up in 90 to 100% area in 
cities 12,000 to 125,000 anywhere. Brokers’ co 
operation invited. Edw, Mitchell, 276 - 5th Ave 
a OG 





GIFTS — AWARDS 


Here is your answer toe your gift, award and 

party problems at wholesale price. We are special. 
p PHA ists in the selection of watches, jewelry, electric 
; | appliances, housewares 


ete., for such purposes 
Send for our illustrated catalog and CONFIDEN- 
TIAL PRICE LIST. Boardman, Ltd, 402 No 
Pear! St., Albany, N. YY. “A name known in 


SIGNS 


Baked Enamel on 30 Gauge Metal 
“Write for FREE SAMPLE, Illustrated 
Literature and Prices’’ 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 

















—_ Training vov.— 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
‘ : courses in Real Estate. Includes all phases of 
DWYER PRODUCTS CORPORATION Michigen City, Indiana the business. Send for big FREE CATALOG 

a today, No obligation, Approved for World 
pr P ( War II and Korean Veterans 
w iful SY WI bad 
The new and beaut f a bY WEAVER SCHOOL OF REAL ESTATE 
' graces the room as a 


(Est. 1936) 
piece of smart furniture 2020N Grand Avenue Kansas City, Mo. 





i 














Mail Coupon 
for bulletin 
and 
complete 
information 





| 

| 
IN STOCK | 
@ full line of ready 
mode signs for the.. 
REAL ESTATE AGENT 





 € : _ Send for Price List 
Store oe ivegy yung Ba RICHMOND SIGN COMPANY 
x Ns, pagan; % Fo OIVISION OF ENAMEL PRINTERS INCORPORATED 
DWYER PRODUCTS CORPORATION i 222 SOUTH FIFTH STREET 
Dept. K55, Michigan City, Indiana RICHMOND 19, VIRGINIA 
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The Law Says 


(Continued from page 39) | The Greatest Problem of the 


the trust and become entitled. un 


- , . Real Estate Salesman Today is the 
der the will. to be vested with an ¢ 


interest in the trust property.” “OVER- PRICED LIS STING” 
— filing and approval of an 


appeal bond acts as a super “How much are you going to ask?” “What price do you have in mind?” 
sedeas, that is to say it stops all 


Furth \ - “Why don’t you make me an offer?” 
wr hds “ade fe anieeend a “They're asking $17,500, but they'll take less.” 


strictness as is shown in the case 
of Retzinger vs. Retzinger, 337 Ill 
378 
This case was a petition to sell “PRICED TOO HIGH” is the fore-runner of the “OFFER TOO LOW” 
real estate to pay debts. Some 
heirs appealed from the decree of | 


sale. The executrix was so sure Dialmaster 


that the appeal would be dismissed 
that she proceeded with the sale THE AUTOMATIC HOME APPRAISER 


just the same as if no appeal were 


(Recognize them? They are the standard practices and mistakes of tens 
of thousands of real estate men and women listing and selling today.) 


has been produced to help you overcome these problems. With Dialmaster you 


pending The sale was held and have the knowledge of the expert appraiser at your finger tips and coupled with 
approved The appeal was dis the power of “VISUAL SELLING” your approach is SMOOTH, POWERFUL, 
missed LOGICAL and CONVINCING 

sse 


It would seem that under these AS YOU APPRAISE the property YOU ARE SELLING the prospect 
circumstances the sale should have 
been good. It would seem that to 
hold the sale void and deprive the 


WHEN LISTING — mind,” you permit the owner to take 


over and become the salesman, selling 


buyer of his tithe and his money By inviting the owner to help you you the idea of listing the home at 
and go through another sale would determine the fair value of his prop the figure he HOPES to get. Let the 
lr fin eetlin thoes ‘ust The erty the Dialmaster becomes an in Dialmaster carry the burden of the 
not only be Tutile, but unjus a teresting conversation piece and he proof. In this way you avoid antag 
court. however. stuck to the rule will be intrigued onizing the owner, and at the same 
It said Naturally, you'd like to find out ao he will — ~ 4 know 
“It has been the uniform hold what price HE has in HIS mind. ™ eh ee ~~ yy r — ‘o- a 
° ° pee -_ - aliwa vw apn on ns home a 
ing of this court that where an ap DON'T LET HIM TELL YOU HIs fait yee we oe The owner may 
peal is allowed and is perfected FIGI RI UNTIL Al TER YOU HAVI insist on a higher listing price. But 
t filing ‘al bond I] SHOWN HIM WITH YOUR DIAI by pointing out the true value of the 
ry ing an appea yond, a pro MASTER JUST ° . > 
ceedings in the court from whicl SEAS S JUS HAT HIS PROF property, you are laying the ground 
saat Hen ERTY IS WORTH! By asking the work for his acceptance of a fair offer 
the appeal is allowed are there | owner, “what price do you have in to purchase 
after stayed . but appellee ar 


gues that because the appeal bond 
was defective and the appeal was 


WHEN SELLING — particular property only to fall into a 


trap in trying to close. With the pros 





ordered by this court to be dismiss- | After showing the property to the in pect’s enthusiasm apparent, the sales 
df that z the sal terested buyer many salesmen make man, so anxious to get the deal started, 
ed 10! lat reason the appeal was the mistake of suggesting that the will suggest that the prospect make an 
never perfec ted and therefore the buyer make an offer. Use your Dial offer. There are dozens of ways to 
ale was valid | master to prove to the buyer the value start your closing other than suggest 
“We consider this argument to of the property Don't ask him for an ing cutting the price. Prove to your 
no Goll | oe ah that it offer. This is an admission on your buyer the value of the property he is 
 Tallacious tor re reason that | part that the property is over-priced considering, and His suggestion of a 
assumes a power in the executrix We have seen salesmen do an excellent lower price will not be well founded 
which she did not have. She had | job of showing the advantages of a and will be easily overcome 
no right to assume the defective clin 
ness of the appeal bond. She was 
not invested with any judi ial pts» RANG r erage pe NOT , Most home ny today are 
rs. § t ac - under msured, Have your agents and salesmen equipped with Dialmasters 
hide ind i was her duty to to instantly show the home-owner the replacement cost of his property 
abide by the judgment of the court You will be rendering your client a better protective service your 
allowing the appeal | insurance volume and commissions will be increased 
Until it had been judicially de 
termined that the bond was de 
fective. and until the mandate of REAL one ee ik eee a Foe stn _— the larger sales 
, c . ' organizations — We w emonstrate the Dialmaster before your group by 
ad yarge —— Me oo ef scheduled Gnimngemsed epee your eeanet. 
¢ lai ween med. she lait no 
right to proceed under the de- | Mailed Anywhere in the U.S.A. — $5.20 Postage Paid 
cree.” 
It goes to show that hindsight 1s 
better than foresight. If only the ompany 
trustee had resigned and the court 
had been asked to appoint a new ARCHITECTS BUILDING SUITE 806-A 
trustee. But if we are wise, we S16 W. STH ST. LOS ANGELES, CALIF. 





shall benefit by their experience 
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How to Successfully 


MANAGE-RENT — 
OPERATE 


BUILDINGS 

















if you are concerned 
with the problems of 
managing, renting or 
operating buildings 
send for an introduc- 
tory copy of BUILD- 
INGS, The Magazine of 
Building Management. 


BUILDINGS, a sister publi 
cation of the National Real 
Estate and Building Journal, 
is the one magazine designed 
to help you with all phases 
of big-building management. 
Every month you'll find in 
formative articles on such sub 
jects as 


. renting and leasing 

. decorating and layout 

. air conditioning and heat- 
ing 

. modernization 

. Cleaning and maintenance 

. new products and buyers’ 
guide 

. lighting and elevators 

.and other management 
problems 

So just fill in the coupon and we'll rush 


the current issue of BUILDINGS to you 
at no obligation, 


BUILDINGS Magazine 

427 - 6th Ave. SE, Cedar Rapids, Ia. 
Send me the current issue of 
BUILDINGS for my inspection 


Name 
litle 
Firm 
Street 
City 


State 


NOTE; Regular rate is ! 
issues for 4. Canadian: $5 
if you wish to subscribe now. 

















An atomic year-round home heating-cooling system will be a prac- 


tical reality within a few years, according to the institute of Boiler 
and Radiator manufacturers. The unit will be powered by a baby 
nuclear reactor hooked up to a boiler. The system which can be 
added to existing home heating boilers will provide chilled water 
cooling in summer, hot water heating in winter. You'll only have 
to pay a fuel bill once every six years, when it will be necessary 
to replac e the reactor. 


Studies conducted in the year-old Air-Conditioned Research Village 


in Austin, Texas show that air conditioning saved 22 hours of 
work each month for the housewives in the 22 test homes. The gals 
in the air-conditioned houses spent 30% less time on laundry and 
12% less time on general house-cleaning than did those living in 
the 22 non-conditioned houses a block away. Wonder what they’ll 
do with all that extra time? 


In this issue, Lloyd D. Hanford points out that the average age of 


the American Realtor is 52 years. We can’t help wondering why 
more young people aren’t going into real estate. In this day of the 
guaranteed annual wage, retirement programs, hospitalization 
and pension plans being offered by so many industries and other 
businesses, is real estate being made to look so unattractive that 
young people have no desire to enter the field? 


Many states are unintentionally closing the door to additional 


payrolls, taxes, added wealth and population by failing to allow 
realty brokers, licensed in other states, to practice in these states 
Robert W. Semenow, secretary-counselor of NAREB’s license law 
committee says, “In states where obstacles exist in obtaining the 
necessary statutory permission to do business, the door is unin 
tentionally closed. The over-all benefits are too often lost sight of 
where a negative attitude is maintained towards reciprocity.” 


Facts show that public housing is not the answer to the problem of 


slum clearance and urban renewal, but unless individual cities 
are willing to do the job and get going on it now, the government 
may well step in with public housing. The House Banking and 
Currency Committee is considering legislation (H.R. 5827) which 
would provide for 35,000 tax-financed housing units in each of the 
next two years as well as continuing authorization for publi 
housing already underway 


Robert Scott, Realtor of Elizabeth, New Jersey, testified before the 


committee saying “We need programs initiated by the cities them 
selves for the conservation and rehabilitation of the existing supply 
of housing as well as the continuance of a high level of new 
building.” 


Giving added support to the fight against slum problems, J. Howard 


Edgerton, president of the United States Savings and Loan League 
pledged the full support of the $31 billion savings and loan busi 
ness to A. C. T. L. O. N. Edgerton said, “Many slow-moving or 
faltering urban renewal programs would be revitalized if savings 
associations had the authority to invest up to 5% of their assets in 
the financing of land acquisition and development or the construc 
tion and sale of homes in cleared slum areas. The obtaining of 
such legislation is one of the League’s legislative objectives.’ 
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SALES 


e CLEARWATER, 

FLORIDA 

W. S. Shannon 

P.O. Box 1352 

Homes & Business 
Opportunities 

Profitable Co-Op 
Plan for Broker 















eCOLUMBLUS 
OHIO 
Robert S 
Dingledine Co 
44 East Main St 


Since 1926 












e DENVER, COLO 


Garrett-Bromfield & 


Co 
Security Bldg 






@EDMONTON, 
CANADA 


L. T. Melton Real 
Estate Lid 

10154 -— 103rd Street 

9 Branches to Serve 
You 

Organized for Serv 
ice Specialized fo 


Value 





















@ALLENTOWN, PA 


Ihe Jarrett 
Organization 
842 Hamilton St 
Specializing 
Eastern Penn 













eCOLUMBUS, OHIO 
William P, Zinn & 
Co 
North Third St 








@EDMONTON 
CANADA 
Campbell & 

faliburton Ltd 
10029 Jasper Ave 









@eEDMONTON, 
CANADA 
L. T. Melton Rea 
Estate Ltd 
10154 — 103 










1 Street 







eINGLEWOOD, 
CALIP. 


Emerson W. Dawsor 
P.O. Box 555 








@ KANSAS CITY, 
MO 


Moseley & Company 

Retail, Wholesale 
Industrial 

Suite 1111, Insur 
ance Exch. Bldg 










Ray Keith 





e@ FORT LAUDER. 
DALE, FLA 
Jack Higginbotham 


2882 E. Sunrise Blvd 


@ NEW YORK, N.Y 
Fass & Wolper, Inc 
East 42nd St 
Main Street Proper 
ties Anywhere in 
the U.S.A 


@ TAMPA, FLA 
R. ¢ Hilton, Inc 
3338 S. Dale 
Mabry 


e FORONTO, CAN 


tarry E. Perlman 
972-4 Eglinton 
Ave. W 


@ WICHITA PALLS, 
TEX 


Ray Keith Realty 
Co 
P.O. Box 2195 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ MEMPHIS, TENN 
BE. O. Bailey & 
Co., Ine 
128 Monroe Avenue 


eST. LOUIS, MO 
Otto J. Dickmann 
M.A.1 
1861 Railway 
Exchange Bldg 


@SCHENECTADY 
N.Y 


R. C. Blase 
09-511 State St 


@LORONTO, 
CANADA 
Shortill & Hodgkir 

Limited 
2781 Yonge Street 
©. H. Hedgkins 
S.LR 


@LORONTO 
CANADA 
Jarry EB. Perlman 
972-4 Eglinton 

Ave. W 


@ L}ORRANCE 
CALI 
Alter Realty & 
Insurance 
1436 Marcelina Ave 
13 Offices 


@WICHITA FALLS 
rex. 


Realty 


Co 
P.O. Box 2195 


aaa sian 


CONSULT THESE 


FOR REAL ESTATE 


FOR IDEAL 
STORE LOCATIONS 


@ALLENTOWN, PA @eKINGSPORT, 
TENN 


The Jarrett 
Organization 
842 Hamilton St 
Specializing 

Eastern Penn Sales 
101 Broad St 


Dougherty-Rolle: 
Leases Investment 


@AUGUSTA, GA 
Sherman-Hemstreet 
Realty Co 
| Broad St 


@NEW ORLEANS 
LA 


Leo Fellman & Cx 
9 Union St 


@BALTIMORE, MD 


B. Howard Richards @SARASOTA, FLA 


Don B. Newburn 
144 So. Pineapple 
Ave 


ne 
Morris Bldg 


@eCOLUMBUS, OHIO 
William P. Zinn & 
Co @SCHENECTADY, 
37 North Third St N.Y 


R. C. Blase 
¥19-511 State St 


@eFDMONTON, 
CANADA 
L. T. Melton Real 
Estate Ltd 
10154 — 103rd Stre 


eLOLEDO, OHIO 
The Al BE. Reuben 
Co 


618 


Madison Ave 





@KANSAS CITY 
MO 


Moseley & Compa: @ WASHINGTON 5 
Retail, Wholesale DA 
Industrial Shannon & Luch 
site LIT1, Insur 


ince Exch. Bide 24- 14th St... N.W 


FOR FARMS 
AND RANCHES 


@eRICHMOND, VA 
(|. B. Lorraine 

Walter 8S. Hardin Law Building 
Realty Co 
6 years’ experience tion Invited 

Hardin Bldg Write for 

402 12th St Free Booklet 


irginia 


@BRADENTON, 
FLA 


troker's Co-opera 


@FDMONTON, @VISTA, CALIP 


CANADA Robert N. Milles 
L. T. Melton Real 13 E. Vista Way 
Estate Lid Write for 


10154 103rd Street Free Brochure 


SPECIALISTS... 


Property, Business 





Rates for Advertising 
in the “Consult These Specialists’ 


Department: 
Per 
Issue 
line 12 $3.4 
lines t ssue $3.5 
lines le than 6 issues MO 
Additional lines 0) cents per issue 
No charge for city and state line 
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FOR LAND PLANNING 


eWILMETTE, IL 
Myron H. We 


FOR PROPERTY 
MANAGEMENT 


eCOLUMBLUS, OHIO eLDMONTON 


William P. Zinn & CANADA 
Co I Tr. Melt Rea 
North Third St Petate Lid 
O14 l d Street 


@DENVER, COLO 
Garrett-Bromfield @ LOPEKA, KAN 
& Co (sreenwood Agency 
Security Bldg 108 BE. Seventh St 


FOR EXPERT 
APPRAISAL SERVICE 


eCOLUMBLUS, OHIO @NEWARK, N.J 
William P. Zinn & Ita J. Stever 
Cs MAJ! 
17 North Third § 478 Central Ave 








@NEWARK, NJ 
Van Ness Cory 
Ht. W. Van Ne 


President 


e FAST ORANGI 
N.J 


Godfrey K. Preiser 
M.A.I SKA 
1 N. Harrison St 


+ Commerce 


ek DMONTON 


CANADA @NEW YORK, NY 

L.. T. Melton Rea cientiiic Appra 
Fetate Lid Cort 

Arthur E. Jell Past 42nd § 
MAI | WO) value 

10154 | d Street if nl 


eh ORT SMITH 
ARK 
Ray EF. Patterson Ric " 
M.A.1.--S.K.A MAT 
) Garrison Ave 499 Che 


@ KANSAS CITY esi. LOUIS, MO 


MO) p 1p 
os. F. Rule, MAS + - 
y West 4th MAJ 
41 Railway I 
hange Bldg 


oe MINNEAPOLIS 






NN 
Mi _ , eLOLEDO, OHIO 
Norman ewha 

MA! Howard W. Et 
19 Marquette Ave MAJ 


Lichen-Lutz 


@eMONTCOMBERY e TORONTO 


ALABAMA CANADA 
Lester H. Hall As & Hodek 
praisal Compa gh 
411 Hill Buildings on 
}.1 ‘ MAT! 
oe NASHVILLE 
TENN @ TUCSON 
Biscoe Griffith Ce ARIZONA 
Since 1914 Mark Hi. Klafte 
14 Union St MAI KA 
Tenn b Ala f bth Ave 


@WASHINGTON, 
D4 


anton Koll 
MAJ 
1237 Wiec. Ave. NW 






UNIVERSITY #1 
EUGENE B. 
313 WN. FIRST 
ANN ARBORe MI 
COMP 


@ Looking for something different—some extra appeal for 
today’s “‘harder-to-sell’”” home buyer—a way to add more 
variety to a subdivision or street of homes? The new line 
of Thyer Homes featuring attached garages or carports are 
just the answer. Factory-assembled and conventionally 
built, they are erected as a single unit with the house. The 
cost of this additional space is low—yet receives liberal 
valuations from lenders. 


| If you would like more information about Thyer Homes, 
OL) with or without garages or carports, write today. We will 
. be glad to send literature or have a representative call. 


THYER’S 


Deluxo, Moc ol), “te PROFIT SYSTEM 


. FINANCING SERVICE 
Available with Your local Thyer Factory Representative will be glad to help 
you arrange construction and permanent financing for FHA, 
VA or conventional loans. 


Garage LOCAL FIELD SERVICE 


Thyer factory representatives located in 28 states are ready to 
assist you in erecting, land development, arranging financing, 


or Carport and planning local advertising and model home showings. 
TURN-KEY CONTRACTING SERVICE 


For developers who wish to build 100 or more houses at a time, 
Thyer can provide a turn-key building service that delivers 
houses at a bonded contract price. (At present this service is 
available in all Southern and in most Northern states.) 


NATIONAL ADVERTISING SUPPORT 
A hard hitting program in national consumer magazines pre-sells 
your prospects—helps create buyer interest in Thyer Homes. 





PARENTS’ SEAL 
Thyer fabricated units have been awarded Parents’ 
Magazine Commendation Seal. 





Model 2289-8 with Carport 
One of several (3 bedroom) Thyer Homes available in Northern States 
only, featuring garage or carport. For information about Thyer Homes 





designed for Southern and Gulf coast states, write to Jackson, Mississippi. 


THE THYER MANUFACTURING 
CORPORATION 


2850 Wayne Street 515 East Yazoo Street 
Toledo, Ohio Dept. 1, Jackson, Mississippi 





